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Resolution Asking 
Marine Ins. Probe 
Sought in Congress 


Offered by Weichel of Ohio in 
Closing Days of Session; Al- 
leges Waste in War Years 


BLOCKS WAR RISK MEASURE 





Under Resolution Five Man Com- 
mittee Would Examine Mari- 
time Commission and WSA 
Washington, Oct. 18—Rep. Alvin F. 

Weichel (R., Ohio) this week introduced 

4 resolution in Congress calling for a 

House investigation of Government war 

risk marine insurance underwriting op- 

erations during the last war. Charging 
the Maritime Commission and War 

Shipping Administration with “wasting 

and spending money contrary to the in- 

tent of Congress,” Weichel asked for a 

complete probe of the insurance activi- 

ties of the Commission and WSA from 

lanuary, 1940, to July, 1949. 

A member of the House Merchant 
Marine committee, Weichel successfully 
blocked consideration of legislation re- 
viving the Commission’s authority to 
wite war risk policies by conducting 
a one-man filibuster during two com- 
mittee hearings in recent weeks. 


Weichel Accusation 


Weichel accused the Commission of 
‘lishing out” more than $150,000,000 in 
Government funds to the marine com- 
panies and underwriters, and held that 
l0 war risk insurance powers should 
be granted to the Commission without a 
thorough probe of its past operations. 
The Maritime Commission, with the 
lull approval of the President and of the 
shipping and marine insurance industries, 
iad asked for reinstatement this session 
it stand-by authority to write marine 
policies in the light of the tense situa- 
lon created by Russia’s reported atomic 
‘xplosion. The insurance companies have 
wtifed the ship operators that war 
‘overage will become invalid in the event 
it hostilities involving any of the four 
major powers, 

Weichel’s resolution restated the prin- 
“pal charges he made during the hear- 
igs—that marine insurance executives 
Tene for the Commission and the 
ja during the war were responsible 
mets under which more than 
aa D0 in premium payments were 
lurned over to the so-called “syndicate” 


(Continued on Page 28) 
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Tailormade... 


Robert W. Ebling, Jr., of the Penn Mutual’s Purser Agency 
in New York, sometimes says in a sales talk: 


“Mr. Prospect, this idea is basically a good and sound one 
but it may not be at all suitable for you. I know next to nothing 
about you so I would be making a great mistake to advise this 
plan, just as a doctor would err in prescribing medicine until 
being completely familiar with all the symptoms. Therefore, 
after I have outlined this plan I'd like to ask you several questions 
so that I'll be in a position to be sure this plan is tailormade 
for you.... 


“Anyone can deposit money in a savings bank if he is strong- 
willed enough. However, because this plan immediately creates 
a large sum of money for your family in the event of your pre- 
mature death you do have to be in exceptionally good physical 
condition. So let me make this suggestion. Let’s see if you can 
qualify for this plan and if you do I'll bring it back to you in 
black and white. If it does the things I’ve outlined here and, 
more important, if it fits into your overall financial plan, then 
we can do business.” 
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PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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Monopoly Power Sub. 
Committee To Hear 
Presidents Testify 


Chairman Celler Sets November 27- 
December 3 as Dates of 
Hearings 


MAIN SUBJECTS OF STUDY 
Is Large Size Needed for Success- 


ful Insurance Operation ? Invest- 
ment Practices; Interlocking 
Directorates 


A number of life insurance company 














presidents have accepted invitations to 
appear before the House Judiciary sub- 
committee on rhonopoly power, | chair- 
man of which is Congressman Emanuel 
Celler (D., N. Y.), who has set Novem- 
ber 27-December 3 for the 
industry phase of his monopoly study 
Among those who have agreed to ap- 
pear before the committee, Mr. Celler 
said, are Carrol M. Shanks, The Pruden- 
tial; John S. Thompson, Mutual Bene- 
fit; S. B. Coley, Durham Life; William 
Montgomery, Acacia Mutual Life; and 
Fred D. Russell, Security Mutual. 
Subjects To Be Reviewed 


Mr. Celler listed three subjects on 
which the committee’s questioning of 
the company executives will be concen- 
trated: , 

1. Do the life insurance companies 
have to be as large as they are in order 
to be sound as they are and to maintain 
cheap premium levels? 

2. The investment practices of the 
life companies, with particular emphasis 
on the private placement of loans by 
the companies, and whether the con- 
tinued growth of such practices might 
result in sufficient concentration of eco- 
nomic power to constitute possible vio- 
lations of the anti-trust laws and a po 
tential threat to the nation’s economy. 

3. Interlocking directorates within 
several life insurance companies, with 
other types of business and industrial 
firms. 


insurance 


O’Mahoney Joint Economic 
Committee Report 


The Joint Economic Committee has re- 
leased a report prepared by the staff of 
the investment subcommittee as a foun- 
dation for the group study of methods 
to promote the spread of “risk” and 
“venture” capital by private industry. 
This subcommittee, headed by Senator 
O’Mahoney of Wyoming who also is 
chairman of the full committee, held 
preliminary hearings in September at 
which leading industrialists and econo- 
mists presented their views on the in- 
vestment problem. O’Mahoney has re- 
peatedly emphasized that the subcom- 


(Continued on Page 4) 





THIS Option 
Means Something 


When a man buys Term insurance | 
as an option on the permanent protection 
he can’t afford now, he wants the best 
such option his money can buy. 


average 
slightly 


That’s why Occidental’s 5 and 10 -Year 
Renewable and Convertible Term 
renews as often as necessary up to 
insurance age 64 and converts at 

any time right up to insurance age 65 
— without another medical. 


occidental life 


INSURANCE COMPANY 


of California 
V. H. JENKINS, Senior Vice President 


“We pay agents lifetime renewals —they last as long as you do” 
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John Hancock General Agents Meet In Boston 





The first convention to be held in 
John Hancock Hall in the new head 
ofice of John Hancock was that of 
the general agency leaders on October 
12-15, Chairman of the opening session 
was Clyde F. Gay, vice president in 
charge of Ordinary agencies. The speak- 
ers at the first day’s session were Presi- 
dent Paul F. Clark of John Hancock; 
Holgar J. Johnson, president, Institute 
of Life Insurance; and Harry Gardiner, 
general agent, New York City. 

In the opinion of President Clark the 
figures of life insurance production, im- 
pressive though they may be in the ag- 
gregate, are small when measured against 
the great need for insurance. In 1948 the 
average insured family owned only 
slightly more than $6,000 of life insur- 
ance, He did not think that met the chal- 
lenge of today’s market. 

Calling for more “creative salesman- 
ship? on the part of life insurance 
agents, President Clark defined this term 
as something different than the per- 
formance of the star salesman of the 
past whose success was based largely on 
a big, glittering, optimistic personality. 
Said he: “Today’s buyer demands more. 
He has developed a trained discrimina- 
tion and a habit of purchasing on the 
basis of a real knowledge of products. 
It is vitally necessary for the salesman 
to know what he is talking about.” 

Stating that it would be foolish, how- 
ever, to discount the potency of en- 
thusiasm and optimism in a salesman, 
Mr. Clark observed, “These qualities still 
belong in the makeup of any salesman 
worth his salt, except that we might 
wish to substitute the word ‘confidence’ 


Families Underinsured, Says P. F. Clark 


Average Life Cover for Family Is Only $6,000; 
Great Opportunity for Agents 


for ‘optimism,’ 

“A salesman who knows his product 
is good, doesn’t need optimism because 
he has confidence, which is so much 
more substantial and dependable. The 
salesman of today faces a better edu- 
cated public, not only scholastically but 
practically, than the salesman of the 
past. He is required to be better edu- 
cated himself, not only in the subjects 
for which degrees are awarded, but in 
the practical uses of the wares he has 
to sell. The life insurance agent can 
afford to have confidence in his product, 
because he knows it will work for those 
who buy it.” 


Individual Productivity 


President Clark told his audience that 
they have a charter greater than any 
salesman ever had before. “We’ve got to 
sell—constantly, aggressively, unremit- 
tingly—that thing called freedom,” he 
said. “Those who would grant security 
to all, regardless of effort, would plunge 
us into the sort of economy where the 
basic freedoms are shackled—where the 
security of the mass transcends the in- 
dependence of the individual. They do 
not realize that freedom is a body, the 
whole of which cannot function if parts 
of it are amputated. They do not under- 
stand that the man who gets something 
for nothing has no incentive to work for 
it. His individual productivity is bound 
to decrease with every grant which the 
state hands him. 

“When you strike at the root of our 
whole existence—which is the produc- 
tivity of the individual—you strike at 
all our freedoms.” 





After giving general agency leaders of 
John Hancock a review of critical pe- 
tiods encountered by life insurance pro- 
ducers since 1893 Harry Gardiner, New 
York general agent, speaking in Boston 
last week, said life insurance has not 
only met every test, but has emerged 
Irom each one of them stronger than 
ever. Some of the events affected life 
insurance adversely, but others gave life 
insurance a tremendous boost. 


Mr. Gardiner gave these highlights of 
critical periods in economic life of the 
nation: 


1893. The so-called “Gold Panic” 
causing great business distress and wide- 
spread unemployment. 

_ 1904. “Teddy” Roosevelt’s trust-bust- 
- campaign with attacks on big busi- 

Ss. 

195. The Armstrong 
which unveiled weakness of some life 
surance company practices, making 
many feel that life insurance had been 
xnocked through the ropes. 

M7. The well-named “rich man’s 
Panic’ pushed all lines of business to 
the edge of disaster, 

1914. The first world war. It lasted 
neatly four years. The Federal Gov- 
ernment gave life insurance the biggest 
| endorsement it ever had by offering 
. — Serviceman a $10,000 policy, and the 
i actment of the soldiers and sailors war 
"sk insurance law accelerated the 


/Stowth of life insurance throughout the 
Country, 


investigation 


ire The terrible influenza epidemic 
ho been ravaging the country and the 
tality among policyholders increased 























Insurance Stronger After Every Crisis 
Harry Gardiner Tells John Hancock General Agents What 


Production Forces Have Encountered Since 1893 


tremendously. The war and the epidemic 
combined, impressed our people with the 
value of life insurance protection and it 
helped to a great degree to increase 
sales. 

1929. The stock market broke wide 
open, throwing the country into a tail- 
spin. In three months, values declined 
$15 and total losses were estimated at 
$50 billion. Businessmen were desperate 
during the next few years and in 1933 
every bank in the country was closed by 
order of the President of the United 
States. In March of that year, the In- 
surance Commissioner of New York is- 
sued an order prohibiting all life insur- 
ance companies operating in the state 
from making loans or surrenders. Policy- 
holders were thoroughly scared and 
panicky and great credit belongs to our 
sales force out on the firing line who did 
so much to restore confidence and re- 
build faith in the country. 

1940. The American life insurance 
companies had made a great record and 
served the public and their policyholders 
well, but that didn’t stop the Federai 
Government from directing, at consid- 
erable expense to the taxpayers, that a 
study be made of their so-called “con- 
centration of economic power.” The tem- 
porary national economic committee ex- 
amined life insurance and its methods 
of doing business, and final outcome of 
the investigation proved that the charges 
against the institution of life insurance 
were ridiculous. 

1941. The second world war had 
been under way about two years when 
on December 7, 1941, Japan bombed 





Pearl Harbor and declared war on the 
United States and Great Britain and 
we were in the midst of it once again. 
Business reached a war-time peak and 
with free government spending, it con- 
tinued brisk until about a year ago. 


Medical Examinations 


Describing medical examinations Mr. 
Gardiner said: 

“I have been informed that early in 
the eighteenth century, medical exam- 
inations for life insurance policies were 
unknown. The applicant appeared be- 
fore a board which carefully examined 
his appearance and passed on _ him. 


Those who were hard of hearing were 
seldom accepted as they were considered 
poor risks because they could not hear 
vehicles of any kind soon enough to get 
out of their way. The test for sobriety, 
which was a problem of those days, re- 
quired the applicant to stand on one leg 
for several minutes, then race around 
the room at full speed and then leap 
over a table. A spill at the hurdles re- 
sulted in shaking of heads and a dig- 
nified declination. Even early in this 
century, examiners depended on ear to 
the breast heart tests, as there were no 
stethoscopes or electrocardiographs. No 
specimens were sent. 





Easy to Answer Critics 


Holgar J. Johnson Says Inquiries About the Business Are 
Welcomed, But Field Forces Must Know 
How to Answer Them 


That insurance men must understand 
the philosophy of their own business and 
be able to translate it to the public is 
a matter of paramount importance, Hol- 
gar J. Johnson, president, Institute of 
Life Insurance, told the John Hancock 
general agents at their meeting in Bos- 
ton last week. This is a period in Ameri- 
can life where there are going to be 
inquiries. 

“We are going to be questioned be- 
cause we are an important item in 
American business,” he said. “In our 
growing population, four out of every 
five families are voluntarily using life 
insurance to protect their families; or 
to provide for their retirement years. 
Covered by life insurance are 78 million 
people, so it is natural that we will be 
subject to inquiry, and we will be pe- 
riodically. This isn’t our first inquiry 
and it won’t be our last one. We will 
continue to be vulnerable. It is nothing 
to be afraid of provided it is conducted 
honestly. We haven’t anything to be 
ashamed of. We can use this public in- 
quiry as a means of building better 
understanding. 

“In a nation such as ours,” he con- 
tinued, “people by their right of choice 
to do business with whomever they wish 
and on whatever basis they wish, create 
a situation where public opinion consti- 
tutes the final court of appeal. The Bar 
of Public Opinion is the last court of 
appeal in America. If the public is with 
you, you are all right. If the public is 
not with you, you have a hard time 
doing what you may wish to do.” 

Mr. Johnson pointed, out the necessity 
for understanding that the attitudes of 
people in a democracy change; are al- 
ways in a state of flux. It is a good 
thing that they do not stay fixed “be- 
cause if we discover at some time that 
the high public regard we may have 
had at one time no longer exists, we can 
do something about it.” 

There are three important questions 
which may in the future be in the public 
mind. The speaker told the general 
agents what they are. In his opinion they 
are whether life insurance is too big, 
does it exercise control; and what about 
it’s cost of operation? He outlined his 
concept of how the field forces might 
answer these questions as they come 
from the public. 

Question of Size 

“First, size. Of course the life insur- 
ance business is big. Do not deny it. It 
is big because the nation is big and 
there are a 140 million people here, and 
if our business is going to serve those 
people we have to do a big job. Remem- 
ber what President Truman said. He 
said, ‘This budget is a big budget because 
our responsibilities as a nation are big.’ 
We have 35 or 40 million families to 
protect. Four out of five families have 
life insurance to provide their own pro- 
tection. The head of the family in Amer- 





ica more than in any other country has 
accepted responsibility for creating se- 
curity for his family, and himself. 

“The industry, recognizing the social 
implications of the services it provides, 
has accepted the responsibility of mak- 
ing its services broadly available. We 
have developed new and different kinds 
of insurance. We could be small. Suppose 
no company had ever written substand- 
ard? We wouldn’t be as big as we are. 
Suppose we had never written Group 
insurance? We would have less policy- 
holders. Suppose nobody had ever writ- 
ten juvenile insurance? We wouldn’t 
have 150,000 agents out pounding 
the streets providing protection for these 
families. It is a big business. Why? Be- 
cause it has big responsibilities. 

“And there is another reason why life 
insurance has grown. We are the re- 
cipient of circumstances. The American 
people have larger incomes than they 
had a few years ago. Tax laws are such 
that practically the only way a man can 
provide for his family’s security is to 
buy life insurance. But it is very inter- 
esting also that only about 3% of the 
national income of the people of the 
United States is being used for the 
purpose of life insurance. The fact is 
that we have not lived up to our full 
responsibilities. We are now taking less 
of the national income than we did over 
a period for a good many years. Are 
we too big? I don’t think so.” 

Economic Importance of Insurance 

The speaker then took up the subject 
of economic importance. Life insurance 
has been criticised as having too many 
assets. Under the system of legal re- 
serve life insurance there must be re- 
serves. 

“Which would be your choice?” he 
asked. “Would you have the companies 
on an unsound or unstable basis, or have 
them on such a basis that they can ful- 
fill their contracts under any circum- 
stances? The $55 billion of assets are 
needed to assure the payment of obli- 
gations of the companies to the 78 mil- 
lion policyholders and their beneficiaries 
as those obligations become due.” 

“Suppose we earned no interest? Why 
are you concerned about interest? The 
cost of life insurance would be greatly 
increased. Did you ever figure the part 
that interest plays in the premium—how 
much higher the premium would be? 

Cost of Insurance 

“Now, let us take the third aspect— 
does insurance cost too much? Did you 
ever try to break down what it actually 
costs? Each individual company is a lit- 
tle different, but taking the whole indus- 
try it is interesting to note some statis- 
tics, using 1947 as the latest available 
figure. Take, for instance, the income 
dollar and balance against the outgo 
dollar. As to income, 80.1 cents came 
from premiums; 18.7 cents was the in- 


(Continued on Page 10) 
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Revision of the formula for determin- 
ing the federal income taxes payable by 
life insurance companies on 1949 opera- 
tions that will produce tax revenues of 
$38,000,000, and, at the same time, will 
be fair and equitable in recognizing 
fully the interest of the nation’s policy- 
holders, has been proposed to the Secre- 
tary of the Treasury and the House 
Ways and Means Committee by A. J. 
McAndless, chairman of the Joint Com- 
mittee on Federal Income Taxation of 
Life Insurance Companies. This was an- 
nounced following the introduction in 
Congress of a joint resolution dealing 
with the problem. 

The proposal of the business has been 
submitted as an alternative to the sug- 
gestion of Secretary of the Treasury 
Snyder, embodied in the resolution, that 
the ratio under the existing formula in 
the 1942 Internal Revenue Act be 
“frozen” to produce approximately the 
same amount of revenue. Secretary 
Snyder’s “stop-gap” suggestion is op- 
posed on the ground that it bears no 
necessary relation to the policy reserve 
hence violates the fundamental concept 
that interest required to maintain policy- 
holder reserves is properly deductible in 
computing the tax liability of life in- 
surance companies. 

Two Years of Study 


The committee which is a joint com- 
mittee of the American Life Convention 
and the Life Insurance Association of 
America, forwarded the proposal to the 
House Ways and Means Committee fol- 
lowing meetings of the governing bodies 
of both organizations to which the full 
membership was invited to express views. 
The two associations together have a 
membership of 227 life insurance com- 
panies, writing 95% of the life insurance 
in force in the United States. 

Submission of the proposal follows 
more than two years of deliberation and 
consultation with the Federal tax 
authorities. 

The committee was appointed in the 
summer of 1947 when it became apparent 
that, due to the decline in interest earn- 
ings, the life insurance companies would 
not be called upon to pay any income 
tax under the formula embodied in the 
1942 Internal Revenue Act. This formula 
had produced tax revenues of close to 
35 million dollars in 1943, but at the 
time of its adoption, representatives of 
the business had pointed out that a 
decline in interest earnings would tend 
to reduce the amount of taxes it would 
produce. 

Position of the Companies 


The proposal of the companies, by 
relating the formula to average valuation 
rate rather than the reserve earnings 
rate, and treating individual company 
ratios in excess of 100% as though the 
rates were 100%, is designed to cure the 
defect in the present formula. It 
recognizes, as does the Internal Revenue 
Act of 1942, that the interest additions 
required by law to company reserves 
are properly deductible for tax purposes 
since they are not free income and 
therefore not properly taxable as income. 

The position of the companies may be 
summarized briefly as follows: 

(1) They recognize the responsibility 
for paying a fair and equitable income 
tax. Evidence of this is furnished by 
the appointment of the joint committee 
more than two years ago to work out 
a satisfactory basis of taxation of the 
companies, 

(2) They believe that the principle 
embodied in the Internal Revenue Act 
of 1942 of applying the regular corpo- 






ration taxes to investment income over House Committee to 


and above the amount required by law 2 

to be added to policy reserves on an Study Tax on Life Cos. 
industry wide basis is sound. They ad- rs 

mit the defect in the existing formula 
and are seeking ways to correct it 
which will fully recognize and protect 
the interests of their policyholders. Doughton Bill Contains Treasury Pro- 

(3) Under the 1942 Internal Revenue posals Aimed to Produce $45,000,000 

Act, the Secretary of the Treasury, on for Each 2 Years 


the basis of the preceding year’s ex- i : 
perience, is required each year to The House Ways and Means commit- 


promulgate a ratio of permissible re- tee last week voted to study the taxation 
serve deductions to the total interest of life insurance companies. Chairman 
earned. Under strict application of — Robert L. Doughton (D., N.C.) was ex- 
this formula the reserve deductions es- 5 

. ; : . EC : a seven-man subcommit- 
tablished under this ratio during the pected to ae S eevee ; 
last two vears have been 100% or tee sometime this week. Hearings prob- 
more. The Secretary’s stop-gap pro- ably will begin shortly after this session 
posal to freeze the ratio arbitrarily at of Congress adjourns. 
2% { i a a . r ; 
92% for 1948 and 1949 operations would Earlier, Doughton introduced a_ bill 


depart from the recognized principles i s 
- which life insurance company taxa- embodying Treasury Department “stop- 


tion rests. gap” recommendations under which life 
(4) While some of the companies insurance companies would pay income 
were ready earlier this year to agree 


“STOP GAP” RECOMMENDATIONS 








to an adjustment of 1948 taxes, if 
promptly undertaken, there is a wide , 
difference of opinion among the com-  vestment capital today, O’Mahoney ex- 


panies on this point today. The posi- plained, their policies necessarily would 
tion of some companies is that to have to be thoroughly examined. 
legislate taxes on 1948 income at this Subjects which the O’Mahoney com- 


time in 1949 would constitute retro- mittee will review include these: Port- 
active taxation and set a dangerous folio management in general; fixed in- 
precedent not only for the life insur- terest debt obligations; private place- 
ance business and its policyholders but ments; investments in common stocks; 
for other taxpayers as well. direct investments, particularly in resi- 
dential or commercial! real estate; sale 
and lease-back investment; governmen- 

° tal policies. As to sale and lease-back 
Monopoly Committee investment the committee will seek to 
learn (a) why was this relatively new 
form of investment developed?  (b) 
mittee would conduct a “study” rather Describe the form of lease employed, es- 
than an investigation of the position of _ pecially in respect to default provisions. 
investment institutions, the effect of (c) How do these differ in degree or ef- 
their operation on the nation’s economy fect from default provisions such as are 
and means of improving their contribu- ordinarily inserted in debenture agree- 
tions to the needs for various types of ments? (d) Do you regard these sale 
capital. Since insurance companies con- and lease-back investments as business 
stitute one of the largest sources of in- equities or debt? 





(Continued from Page 1) 
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Ch McMillen 


——— 


In order to be successful in selling life 
insurance, the agent or broker must be 
enthusiastic about the company he rep- 
resents, and be able to properly inter- 
pret the company's philosophy, plans, 
and methods of operation to the 


prospective buyer. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 
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taxes pending permanent revision of 4, 
1942 formula now in effect. ' 


The Formula 


Under this formula, exemptions pf 
: t 


net investment income have exceede{ 
100% in the last two years. The iif 
companies, therefore, have had to - 
no taxes on approximately $1,500,000 5. 
earned on their investments in 1948 7 
on their 1947 investment income. | ” 

Under the Treasury proposals, cred 
for reserve interest requirements woul! 
be frozen at 92% for 1949 and won 
be made retroactive to 1948. It is ej 
mated that this would produce abou 
$45,000,000 in taxes for each of the ty, 
years. | 

The life insurance industry has bees 
negotiating with the Treasury Depar. 
ment for almost two years, since jt be. 
came apparent that the original formy, 
would continue to result in comple 
exemption from income tax Payment: 
for the companies. Only last week the 
industry submitted proposed changes f) 
the Treasury Department calling for ; 
revision of the formula based on th 
average reserve income requirements oj 
the companies. 

The Treasury indicated that it hy 
been hopeful that its proposals would 
be approved this session. However, i: 
view of the decision by the Ways anj 
Means Committee to undertake an im. 
mediate study of the entire problem, ; 
is conceded that the bill will be junke! 
in favor of permanent legislation, to be 
adopted next year after completion oj 
the investigation. 





Tax Study Committee 

Chairman Doughton of House Ways 
and Means Committee has named a suh- 
committee of seven Representatives t 
make a study of taxation of insurance 
companies. The committee: Lynch, Nev 
York, who will be chairman; Gregory, 
Kentucky; Camp, Georgia; Forand 
Rhode Island; Reed, New York; Simp- 
son, Pennsylvania; Kean, New Jersey. 
Reed, Simpson and Kean are Repub- 
licans. 


American National Holds 
Three-Day Convention 


Nearly 100 qualifying agents and wives 
from the Ordinary agencies in the Wes- 
ern division of the American National of 
Dallas attended the recent three-day re- 
gional convention in Coronado, Cal. R.E. 
Bowden, director of the Western 0r- 
dinary agencies for the company pre 
sided at the meetings. Guests from the 
home office included W. L. Vogler, ex 
ecutive vice president and Mrs. Vogler; 
Fred C. Fisher, assistant vice president; 
Bailey Clark, chief underwriter; Howarl 
Reeves, director of Industrial agencies, 
and Mrs. Reeves. ; 

The Coronado meeting was the last 0! 
four regional assemblies scheduled for 
this year by the Ordinary agency de 
partment of the American National. Ar 
rangements were under the direction 0! 
D. J. Martino, superintendent of Ord: 
nary agencies, and George Christopher 
director of sales promotion. Mr. Martino 
and Mr. Christopher head the Ordinary 
agency department at the home office. 


PAUL B. PALMER ADVANCED 

Named Second Vice President in th 

District Agencies Department of 
The Prudential 


Paul B. Palmer has been elected 
second vice president in the distri! 
agencies department of The Prudentit 
Carrol M. Shanks, president announcet 
Mr. Palmer has been the superintendet! 
of agencies for the district agencies 0 
partment in the western home office, L0s 
Angeles, since its establishment = 
year. In his new post, Mr. Palmer W' 
have supervision over district agencié 
activities along the Eastern searboat 
from Maine to Florida, with heat 











quarters in Newark. 

His successor in Los Angeles has 10! 
yet been announced. Before going " 
Los Angeles, Mr. Palmer had resided i 


West Caldwell, N. J. 
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McAndless Letter to 
Ways, Means Chairman 


TAX POSITION OF COMPANIES 





rove Certain Revision of Doughton 
ag rey Oppose Snyder “Stop 
Gap” Proposal 





A. J. McAndless, chairman of joint 
committee of Life Insurance Association 
of America and American Life Conven- 
tion on Federal Income Taxation of Life 
Insurance Companies, has written the 
following letter to Robert L. Doughton, 
chairman, Ways and Means Committee, 
House of Representatives: 

Dear Mr. Doughton: 

It is our understanding that Secre- 
tary of the Treasury Snyder has recom- 
mended to the Ways and Means Com- 
mittee that the method of taxing Life 
Insurance Companies provided by Sec- 
tions 201-203, I.R.C.. be changed (1) by 
freezing the “figure to be determined 
and proclaimed by the Secretary” at 
92% and, (2) by making this formula 
applicable, as a stop-gap to the taxable 
years 1948 and 1949. 


The American Life Convention and the 
Life Insurance Association of America, 
trade associations comprising a mem- 
bership of 227 life insurance companies 
writing over 95% of the life insurance 
in force in the United States, have given 
careful consideration to this proposal. 
Meetings of the governing bodies of 
both organizations have recently been 
held at which the full membership was 
invited to express views. As a result of 
these meetings, the following facts may 
be reported. 

(1) Each of the governing bodies has author- 
ized me to say that the life insurance companies 
would not object to a revision of the present 
formula which would recognize the change which 
has occurred in the level of their interest earn- 
ings since the 1942 Act was enacted. This re- 
vision in the tax would subject the companies 
to a tax on their 1949 business with the tax 
payable on March 15, 1950. The details of such 
revision of the law are set forth on the at- 
tached sheet. 

(2) There is general opposition to Secretary 
Snyder’s “stop-gap” proposal. 

(3) There is strong opposition to a tax which 
appears retroactive in principle and in particular 
to the application of this revision or any other 
new tax to the business of 1948. 

The measure we suggest would raise 
about $38 million in taxes. There is no 
good reason to believe that few, if any, 
companies would appear in opposition to 
it and that many companies would be in 
favor of this revision. 

Chairman Walter A. Lynch said that 
tax experts from Treasury Department 
and Bureau of Internal Revenue and in- 
surance companies will be the witnesses 
at the subcommittee’s hearings. 





APPOINT H. EWART CATHER 


Made Secretary of Canadian Life 
Agency Officers Section of CLIO; 


His Career 


H. Ewart Cather has been appointed 
secretary of the Life Agency Officers 
Section of the Canadian Life Insurance 
Officers Association. M. K. Kenny, gen- 
eral superintendent of agencies, Excelsior 


a chairman of the Section, announced 
is, 


Mr, Cather is a Fellow by examination 
of the Life Insurance Institute of Can- 
ada. He has been with the association 
since 1938 and treasurer since 1946. From 
1940 to 1945 he was on leave of absence 
and a pilot in the R.C.A.F. He succeeds 

Tuce R. Power, F.S.A., as secretary of 
the section. : 





R. W. Pumpelly Dies 
o Raphael W. Pumpelly, 68, Equitable 
ane Group supervisor for the Rosen- 
Stein agency, New York, died in Dublin, 
i 1, October 16 while visiting his sis- 
ter, Mrs. Handasyd Cabot, Sr. He was 
4 graduate of Harvard University and 








as no! 
ing !0 
ded it 










ae to both the Harvard Club and 

i sentry Association of New York. 

in iggy noel came with the Equitable 
and was a large producer. 





Reliance Life Develops 


New Programming Procedure 


Qualified Reliance Life fieldmen are 
now being specially trained and helped 
with programming through a new sys- 
tem introduced by Jack E. Rawles, di- 
rector of training. This service was de- 
veloped in recent months by the training 
and advertising departments in the home 
office and has been designed as a com- 
plete programming procedure and must 
be mastered in its entirety to give the 
agent the fullest benefit. It contains a 
training manual which has been incor- 
porated as a part of the career training 
course of the company, introduction 
cards, a colorful visual demonstrator, in- 
formation blanks, presentation charts, 
presentation folders and settlement op- 
tion information. 

Called Programmed Protection Serv- 
ice, it is designed to overcome much of 
the detail concerning programming by 
organizing it into definite steps and by 
furnishing ready references that shortcut 
clerical work. 

The programming service was pre- 
sented through the use of colored slides 
by Mr. Rawles to the leading producers 
of Reliance Life and the managerial staff 
who attended four regional conventions 
recently. 


Dascit Underwriters Holds 


Group Insurance Session 


The first monthly meeting of agents 
and brokers of Dascit Underwriters, 
United States Life general agency, for 
the 1949-50 season was held at the home 
office of United States Life recently. 
Long a regular feature of the agency’s 
activities, this meeting was conducted on 
a sales seminar basis and was attended 
by about forty agents and brokers, and 
ten members from the home office in- 
cluding Richard Rhodebeck, president. 

Emanuel Dash, head of Dascit Under- 
writers, acted as chairman of the meet- 
ing. Discussion centered on Group in- 
surance with addresses being delivered 
by three members of the home office 
Group department. They included Fred 
O. Becher, Jr., manager of the depart- 
ment; William P. White, director of 
sales and service; Carl E. Parsons, Jr., 
Group underwriter. 

The balance of the seminar was de- 
voted to a discussion of the New York 
Disability Benefits Law. Also present 
from the Group department were Harold 
J. Cronin, agency assistant; John J. 
Wissig, Jr., home office representative; 
Ralph E. Pierce, manager of Group 
claims; Paul Krenicky, administrative as- 
sistant. 








“Tf anything happens to me, my wife can get her old job back— 
dancing in a night club chorus!” 


Bankerslifemen Know How to 
Overcome Silly Objections 


Just like any active life underwriter, Bankers/ifemen are 
often faced with silly objections . . . even as ridiculous as 
the one illustrated ... and they are prepared to overcome 


them. 


Training which started in their first days in their agency 
offices began this preparation. That training has carried on 
. .. in combination with careful field supervision . . . as long 
as they have been in the business. Home Office directed 
schools present carefully planned training through the first 
three years for qualifying Bankers/ifemen. Special schools 
supplement this training as conditions may require it. Always 
the Bankerslifemen are backed up with highly desirable 
contracts and field-tested sales promotion materials. 


This background of training and business preparation 
makes a typical Bankers/ifeman the kind of life underwriter 
you like to know as a friend, fellow worker or competitor. 


Bankers /7/e CoMPANY 


DES 


MOINES 








Program of First Meet, 
Society of Actuaries 


E. M. McCONNEY TO PRESIDE 





Sir George Maddex, Government Ac- 
tuary, R. J. Kirton and Charles F. 
Wood Coming From London 





Formal papers to be discussed at 
meeting of Society of Actuaries, Green- 
brier Hotel, White Sulphur Springs, W. 
Va., November 14, 15, 16, follow: 

W. Darrell Laird, assistant general 
manager and actuary, Monarch Life: 
The Revenue of the Period of Account 
and Its Relation to Premiums, Valuation 
and Dividends. 

B. Franklin Blair, associate actuary, 
and Lawrence W. Haines, research as- 
sistant, Provident Mutual: Mortality Ex- 
perience According to Build on Standard 
Insurance. 

James R. Herman, secretary, Metro- 
politan Life: Actuaries, Past, Present 
and Future. 

A. Edward Archibald, vice president 
and actuary, Volunteer State: Policy 
Expiry Date Under Automatic Premium 
Loan Clause. 

John M. Boermeester, actuarial asso- 
ciate, John Hancock: When Assumption 
Is Made That Premiums Are Paid Con- 
tinuously and Death Benefits Are Paid 
at the Moment of Death. 

Walter W. Steffen, actuarial assistant, 
Lincoln National: Attained Age Valua- 
tion Constants for Policies with Vary- 
ing Premiums. 

A. M. Niessen, Railroad Retirement 
Board: A Revised American Remar- 
riage Table. 

Informal discussions will be held on 
mortality, expenses, dividends, Group in- 
surance, Social insurance, employe wel- 
fare plans and actuarial profession. 


Foreign Visitors 


It will be the first meeting of the 
new Society of Actuaries, president of 
which is E. M. McConney, president, 
3ankers Life Co. Present will be three 
British actuaries. They are Sir George 
Maddex, president, Institute of Actuaries 
(England); R. J. Kirton and Charles 
F. Wood of London. Also present will 
be Dr. J. N. Smit of Amsterdam; A. D. 
Wassenar of Cape Town and Huerta 
Pena of Madrid. James M. Cahill, presi- 
dent of Casualty Actuarial Society, and 
Walter Rugland, president, Fraternal 
Actuarial Association, will also attend. 





Jerome Apple Dinner 

A dinner observing the 35th anniver- 
sary of the Jerome Apple agency, gen- 
eral agents of the Travelers, Baltimore, 
was held this week. It is the leading 
general agency of the company. From 
Hartford came Esmond Ewing and 
Perry T. Carter, vice presidents; Joseph 
Thompson, superintendent of agencies; 
Dr. Ralph Filson, medical director; 
Harry Anderson, assistant superintend- 
ent of agencies, and Harry Waterman. 





Re-Elect John M. Fraser 


John M. Fraser, general agent, Con- 
necticut Mutual, has been re-elected 
secretary-treasurer of the Round Table 
of New York. He was president of Life 
Underwriters Association of City of New 
York in 1934-5; president of the Life 
Managers Association of Greater New 
York in 1947-8 and has held numerous 
association and committee positions. 





CHICAGO ADVISORY COUNCIL 

The first meeting of the advisory coun- 
cil of the Chicago Association of Life 
Underwriters was held last week at the 
Chicago Real Estate Board. William D. 
Davidson, Equitable Society, is chairman 
of the council. Speakers included Gerard 
S. Brown, CLU, Penn Mutual, who is 
national committeeman and H. Kennedy 
Nickell, Connecticut General. Harry R. 
Schultz, president of the Chicago Asso- 
ciation of Life Underwriters, reviewed 
current activities. 
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Blackmore, Secy., Nat’! Life; 


Slattery on Executive Comm. 

Andrew J. Blackmore, acting secre- 
tary, National Life of Vermont, has 
been elected secretary of the company, 
and Vice President D. Bobb Slattery 
has been named to the executive com- 
mittee. 

Mr. Blackmore served three years in 
the Navy and then returned to Wesleyan 
University, Middletown, Conn., where 
he was graduated in 1920 with a B.A. 
degree. For a year he taught mathe- 
matics in the high school at New Lon- 
don, Conn. He joined National Life in 
actuarial department in July, 1921. 

Mr. Slattery joined National Life in 
March, 1940, as assistant to the agency 
vice president; became director of agen- 
cies the following year, and in January, 
1944, superintendent of agencies. Under 
his direction production has made re- 
markable gains. A native of Washing- 
ton, D. C., he got a degree of B.S. at 
Southeastern University in 1924. His 
early life insurance experience was with 
Penn Mutual. 





New Southland Life Managers 


Southland Life of Dallas announces it 
will maintain agency headquarters in 
Arkansas, Oklahoma, Oregon and Wash- 
ington, in addition to Texas. Merton R. 


Bell has been named manager for 
Arkansas; Sam Conner, manager for 
Oklahoma; Robert L. Dunn, manager 
for Oregon and Washington; Harry 
Wood, Jr. manager of South Texas 
territory. 





BUFFALO JOINT MEETING 

A joint meeting of the Buffalo CLU 
chapter and the Buffalo Association of 
Life Underwriters is slated to be he!d 
today, October 21, with Laurence J. Ack- 
erman, dean, School of Business Admin- 
istration, University of Connecticut, as 
guest speaker. Mr. Ackerman’s topic is 


“Marketing Ideas That Pay Off.” 





J. B. LAMBERT TO SPEAK IN N. Y. 
John B. Lambert, CLU, of Cleveland, 
vice president of the International As- 
sociation of A. & H. Underwriters, who 
is Mutual Benefit H. & A. manager in 
his city, will be in New York City on 
October 31. Mr. Lambert will address 
the New York Association of A. & H. 
Underwriters at the October luncheon 
meeting on “The Importance of the In- 
ternational Association to the Individual 
Producer.” Affair will be held at Rosoff 
Restaurant, 147 West 43rd Street 





OHIO STATE LEADER 

For the second time, Robert Patterson, 
general agent of Ohio State Life at 
Akron, led all the other members of the 
company’s field force in the volume of 
insurance produced in the recent cam- 
paign put on in honor of President Claris 
Adams. 





STATE MUTUAL UP 17% 

State Mutual Life, Worcester, reports 
a 17% gain in September in Ordinary 
paid business over the same month of 
last year. Leading the company for Sep- 
tember was the George M. C. Goodwin 
agency of Boston. Runner-up was the 
Jeff Gros agency of Memphis. 





W. E. MARSHALL DIES 
William E. Marshall, who retired sev- 
eral years ago as assistant manager of 
the Albany, N. Y., office of the Metro- 
politan Life, died recently after a long 
illness. He was with the Metropolitan 
in Albany for 20 years. 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Late News 

Frank L. Rowland, executive secretary, 
Life Office Management Association, has 
been appointed by President Truman as 
one of two employer delegates to the 
first session of the recently formed 
Advisory Committee on Salaried Em- 
ployes and Professional Workers of the 
International Labor Organization. The 
session starts in Geneva, October 29. 





William McElroy Blair, in life insur- 
ance since 1940, has been made Balti- 
more associate manager of Continental 
American. 





Yheaulon, Logan, Watkins in 
Mass. Mutual Group Changes 


The appointment of two company 
Group supervisors and transfer of a third 
are announced by Massachusetts Mutual 
Life. 

Joseph J. Yheaulon, since March lo- 
cated at Cincinnati, will move to Cleve- 
land where he will open new offices for 
the Group department. Replacing Mr. 
Yheaulon at Cincinnati is Alexander M. 
Logan, until recently sales representa- 
tive of the John Hancock Group office 
in Philadelphia. He previously served as 
Group underwriter. Mr. Logan for three 
years was a naval officer assigned to 
the amphibious force. He was in the 
Normandy and Southern France inva- 
sions, 

Stanley B. Watkins will open a new 
Massachusetts Mutual Group office in 
St. Louis. A native of Wisconsin, he 
has lived the past four years in Chi- 
cago where he was regional Group 
supervisor for Pacific Mutual. Prior to 
that he was regional Group manager 
for Connecticut General and John Han- 
cock in Indianapolis. At one time he 
was associated with the General Ameri- 
can Life in St. Louis as cashier, claim 
representative and group service repre- 
sentative prior to 1937. 


enjoy selling. 


GENERAL AGENCY 
IN PENNSYLVANI 
For information write to 


John O. Slemmer, 


_— fon 


EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratebook full of policies you will 


Let us tell you more about our plans for greater expansion. 





TERRITORY AVAILABLE 
A AND MARYLAND 


Manager of Agencies 


LY 
INSURANCE COMPANY 


Scranton, Pa. 








U. S. Life First to Issue Group 


Policy to Illinois Trustees 


The United States Life is the first 


company to issue a Group life insur- 
ance policy to trustees in the state of 


Illinois. The plan provides life insurance 
protection for hundreds of employes in 
a group composed of many employers, 
and was written on a group in Chicago 
in accordance with the recently revised 
Illinois Group Statute which permits the 
issuance of Group life insurance to 
trustees of a fund established by two 
or more employers. 

Employes in this Group case were pro- 


vided with life insurance protection in 
amounts based on salary classifications. 





JOHN KRAUS RETIRES 

John Kraus, manager of the Erie, Pa., 
branch of Western and Southern Life 
since 1935, retired recently, completing 
28 years in the life insurance business. 
Mr. Kraus began his career with West- 
ern and Southern in Erie in 1921. Less 
than a year later he was promoted to 
associate manager and in 1925 was ap- 
pointed manager of the Erie district. 

































































PROFESSIONAL SERVICE 



















BRINGS QUALITY BUSINESS 

















































Thorough, sincere service and professional 
know-how by our full-time career agents is 


being reflected by quality production. 




















































WILLIS F. McMARTIN, General Agent 


AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 
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W. J. Beattie Dies 





W 


J. BEATTIE 


W. J. Beattie, vice president, Canada 
Life, died suddenly on October 17. Edu- 
cated at Columbian College, New West- 
minster, B. C., he became associated with 
the law firm of McCarthy & McCarthy 
shortly after his graduation. There he 
did of the Canada Life's legal 
work. He became a member of the law 
firm in 1929, and was appointed exect- 
tive assistant of the Canada Life in 19}. 
In 1938 he became assistant to the presi- 
dent. He frequently attended insurance 
conventions in the United States. Upon 
a number of occasions he attended in- 
surance conventions held at Edgewater 
Beach, Chicago, and was at ALC annual 
convention this month. 

Mr. Beattie died within a few days 
after being promoted to a vice presi 
dency of Canada Life. He had been as 
sistant general manager. At the same 
time as W. J. Beattie’s last promotion 
the company appointed J. G. Beatty 
vice president and chief actuary and 
T. H. Gooch vice president in charge 0 
agencies, 


much 





BUYS PAPER PLANT 
The Zellerbach Paper Co. sold its new 
one-story steel and concrete distribution 
plant in Salt Lake City to Mutual Lite 
of New York. The property has been 
leased back to the paper firm for a long 
term. 





JOINS ALBANY AGENCY . 
Charles M. Matthews, former English 
instructor at Albany High School, has 
become associated with the New Eng 
land Mutual Life in Albany, N. Y 


—— 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 
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New CLU Diplomas for 
96 in Greater N. Y. Area 


PRESENTED BY DR. S. S. HUEBNER 





4 ‘¢cates Given to 10; Harold Loewen- 
no President of N. Y. 
Chapter of CLU 





At the opening fall meeting of New 
York Chapter CLU_ diplomas were 
awarded to 36 men in this area who had 
successfully met the CLU designation 
requirements. Also 10 men and women 
sot Certificates of Proficiency for suc- 
cessfully completing written examina- 
tions and who may later qualify for 
‘LU designation. 
ae to custom, the New York 
Chapter and new qualifiers had Dr. S. S. 
Huebner as a guest and in a spirited 
talk, prior to the presentations, he re- 
viewed the progress of American. Col- 
lege and paid tribute to the many CLU’s. 
He pointed out the tremendous gains 
which have been made in establishing 
life insurance courses in colleges, stress- 
ing the fact that the greatest need in 
life insurance today is for qualified 
teachers. Many more colleges will install 
courses in life insurance as a necessary 
part of study of economics as soon as 
capable teachers are available. Chairman 
Julian S. Myrick of American College’s 
board was introduced by Harold Loe- 
wenheim, president N. Y. Chapter, as 
were the other officers for the current 
year: John H. Pitman, executive vice 
president; Wheeler H. King, public rela- 
tions vice president; Pasquale A. Quarto, 
educational vice president; Vernon John- 
try, treasurer; and Marion C. Morris, 
secretary. 


Diplomas and Certificates 


Those who got diplomas at the meeting 


follow : 

Charles N. Barton, Jack M. Bash, Robert F. 
Bonner, Paul W. Bruder, George N. Butz, Jr., 
Edwin K, Chapin, Edwin M. Charles, Gregory 
M. Chorlian, Michael P. Coyle, J. Edward 
Duker, Jr.. K. Edward Franzese, Carlton H. 
Gerdsen, John T. Gill, Harry K. Gutmann, 
Harry M. P. Hanssen, Hyman Lander, A. Les- 
lie Leonard, George W. Little, Kenneth P. 
Lord, Jr. 

Also, Walter F. Martin, Kenneth G. Merwin, 
G. Palmer Moffat, Jr., James P. Morrison, John 
A. Mudgett, John I. Ogren, James R. Rosenfeld, 
E. E. Sandberg, Peter A. Saracco, William 
Schur, Richard R. Shinn, Henry M. Spritzer, A. 
I, Sternhell, Ralph Szabo, Robert W. Whiteacre, 
Leroy J. Wolf, Morley M. Zobler. 

Certificate winners were James S. Amar, 
Frank D, Boyle, Stephen F. Clifford, Walter F. 
Dantescher, Leonard J. Fondiller, H. Raymond 
Giere, James S. Hardiman, Richard C. Isenberg, 
George E. Van Tassel, Rita M. Williams. 


Great-West Manager 

















KIAH E. WARDEN 


The appointment of Kiah E. Warden 
as branch manager of the Great-West 
le at Kansas City has been announced 


_ by H.W. Manning, vice president and 


Managing director. For the past thirteen 
years, Mr. Warden has been a personal 
Producer and an assistant general agent. 
orn in Lafayette County, Mo., he 

educated at the University of 
: _He_ served in the Army in 
World War II for over three years, 
retiring with the rank of major. 


Was 





HEADS EARLS AGENCY UNIT 

Robert C. Miller, associated with the 
. Earls Agency, Cincinnati 
representative of Connecticut Mutual, 
as been appointed unit manager of the 
agency 





Give Credit to Beasley 


In an article in the Daily Times 
Herald of Dallas, Theodore P. Beasley, 
president Republic National Life of Dal- 
las, is given the principal credit for 
making possible erection of the new 
$250,000 Chamber of Commerce Building 
at Oak Cliff, Tex. He is president of 
that Chamber of Commerce. 





F. W. RUGGERI ANNIVERSARY 

Frank W. Ruggeri was honored at a 
recent luncheon meeting in Albany, 
marking his 30th anniversary with the 
John Hancock. 


mama os 








ongratulations fo our 46 


REPRESENTATIVES 


QUALIFYING — FIRST TIME 
Harlan Cavender, Seattle, Wash. 
Robert W. Ingram, Atlanta, Ga. 

Harry Pincus Jr., New Rochelle, N. Y. 
James N. Rawleigh, Hebron, IIl. 








Morris Landwirth, Peoria, Ill. 














LIFE MEMBERS 


Harry I. Davis, Atlanta, Ga. 


QUALIFYING AND REPEATING 
George F. Bryon, Roslyn, N. Y. 
E. Leigh Jones, CLU, Huntington Woods, Mich. 


Joseph J. Coburn, Grosse Pointe, Mich. 
R. U. Darby, Middletown, Md. 


Henry G. Mosler, Los Angeles, Calif. 

A. Jack Nussbaum, Milwaukee, Wis. 

Ned G. Patrick, CLU, Omaha, Neb. 

C. Lamont Post, CLU, New York City 
Charles H. Schaaff, CLU, Rochester, N. Y. 
George H. Schumacher, Shaker Heights, Ohio 


Approve Proposed Merger 


The policyholders and stockholders of 
both the St. Louis Mutual Life of St. 
Louis and the Postal Life & Casualty 
Co. of Kansas City have unanimously ap- 
proved the plan for the proposed mer- 
ger of the companies, subject to final 
approval by State Superintendent of In- 
surance Owen G. Jackson of Missouri 
and a special commission he will name 
to pass on the arrangements after a 
public hearing, as provided by law. 


Under the proposed plan the Postal 
Life & Casualty will take over the $15,- 
000,000 of insurance in force of the St. 





LIFE AND QUALIFYING — REPEATING | 


Daniel Auslander, CLU, New York City 
Meyer L. Balser. Atlanta, Ga. 

Nathan S. Bienstock, Jackson Heights, N. Y. 
John E. Clayton, Short Hills, N. J. 

Russell W. Dozier, CLU, Oklahoma City 
Leopold V. Freudberg, CLU, Washington, D. C. 
Henry W. Hays, CLU, Rochester, N. Y. 
Royse W. Jackson, Detroit, Mich. 

Richard J. Katz, Rochester, N. Y. 

Charles G. Keehner, Oakland, Calif. 

David Marx Jr., Atlanta, Ga. 

Albert M. Palmer, Miami, Fla. 


LIFE AND QUALIFYING — FIRST TIME 
John E. Bromley, CLU, Battle Creek, Mich. 
Dick Evans, Pasadena, Calif. 

George M. Galt, Pittsfield, Mass. 

Donald K. Kissinger, CLU, Decatur, III. 
Ralph E. Loewenberg, New York City 
James H. Smith Jr., Pacific Palisades, Calif. 
Barry B. Stephens, Los Angeles, Calif. 


St. Louis Ass’n Speaker 
L. J. Buchan, dean, School of Business 
and Public Administration, Washington 
University of St. Louis, spoke on “The 


Educational Challenge in the Insurance 
World” at a luncheon meeting of the 
Life Underwriters Association of St. 
Louis this week. 





Louis Mutual and all of its assets. Postal 
Life & Casualty now has about $20,- 
000,000 of life insurance in force and its 
capital and surplus amounts to about 
$1,000,000. 








MILLION 
DOLLAR 
ROUND 
TABLE 












Max Slater, Chestnut Hill, Mass. 
Caleb R. Smith, Asheville, N. C. 


Clarence E. Pejeau, CLU, Rocky River, Ohio 
Roderick Pirnie, Providence, R. 1. 











Harry R. Van Cleve, CLU, Glendale, Calif. 
J. Hawley Wilson, CLU, Oklahoma City 
Alfred D. Whitaker, E. Providence, R. I. 


_Juassachurels Mutual 


ORGANIZED 1851 


a a 


(Cities of residence given above) 


Harold L. Regenstein, Bedford Village, N. Y. 
Geo. Paul Roberts, Elizabeth, W. Va. 
Lawrence E. Simon, New York City 

Wayne M. Trostle, Lakewood, Ohio 








LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Elect Camps President 


MANNY CAMPS 


Manny Camps, general agent, John 
Hancock, N. Y., was elected president of 
John Hancock General Agents Associa- 
tion. He is a trustee of Colgate Univer- 
sity and of Knox School for Girls, 
Cooperstown, N. Y., and has held many 
important positions in life insurance. He 
was president of both Boston Life Un- 
derwriters Association and Boston Man- 
agers and General Agents Association; is 
national committeeman for the New 
York City association in NALU; and has 
been chairman of a number of NALU 
committees. 





Manager of Farm Loans 
For Bankers Life of Iowa 





McANELLY 


EUGENE E. 


Eugene E. McAnelly of Des Moines, 
has been elected manager of farm loans 


for Bankers Life of Iowa. Mr. Mc- 
Anelly, whose appointment was an- 
nounced in last week’s edition of The 


Eastern Underwriter, has had a principle 
role in the American Society of Farm 
Managers and Rural Appraisers serving 
as chairman of the society’s accrediting 
committee. He has also served as chair- 
man of the American Appraisal Con- 
ference. 





ADDRESSES ELMIRA ASS’N 

John A. Latosi of Buffalo, agency su- 
pervisor of the Equitable Life of Iowa, 
was guest speaker at this week’s meet- 
ing of the Elmira Life Underwriters As- 
sociation, Elmira, N. Y. Howard E. 
Blair, Sr., Elmira delegate to the national 
convention, made a report. 





700 Attend Prudential’s 
74th Anniversary Affair 


More than 790 business and civic lead- 
ers gathered at the home office of the 
Prudential Insurance Co. of America on 
October 13 to observe the company’s 
74th anniversary. 

They were received by Carrol M. 
Shanks, Prudential’s president, Harold 
M. Stewart, executive vice president, and 
Colonel Franklin D’Olier, director and 
former president. A buffet luncheon fol- 
lowed the reception. 

Among the guests were executives of 
insurance organizations, many state and 
city officials and representatives of 
banking, industrial and other circles. 





Hold Quiz Session 


A quiz session highlighted the first fall 
meeting of the women’s group of the 
Detroit Life Underwriters Association 
recently. The fields of education and 
industry were represented by Louise C. 
Grace, director of research and media of 
Grant Advertising, Inc., and a member 
of the Detroit School Board, and M. 
Virginia Sink, industrial engineer with 
the Chrysler Corporation. Those repre- 
senting the life insurance business were 
Florence E. Lorf, Penn Mutual; Mar- 
garet McEvoy, Manhattan Life; Dorothy 
S. Reynolds, National Life of Vermont; 
Elizabeth M. Young, Penn Mutual. 
Matilda M. Wells, Prudential, acted as 
moderator. Luella Wertz, Reliance Life, 
presided and the program was in charge 
of M. Louise Wilson, Charles A. Macau- 
ley and associated Consultants, Inc., and 
Matilda M. Wells. 





Conn. Mutual Increase 

Connecticut Mutual Life has released 
figures on its business for the first three 
quarters of 1949. The company as a 
whole shows a 2.4% increase for the 
year to date, bringing the total of in- 
surance placed this year to $156,577,793. 
It also shows a 7.6% increase in busi- 
ness placed during September over the 
same month last year. Insurance in 
force now stands at $1,929,362,484 and 
shows an increase of $97,798,374 this 
year. 


Simpkin Made an Officer 





RAYMOND W. SIMPKIN 


Raymond W. Simpkin has been elected 
assistant vice president of Connecticut 
Mutual Life. Agency comptroller since 
1946, he joined the company in 1917, 
shortly after graduation from Loomis 
Institute. He became agency assistant in 
1928 and assistant superintendent of 
agencies in 1934. For many years he 
has been active on Life Insurance 
Agency Management Association com- 
mittees, at present being chairman of 
two association committees—audit and 
costs. Also, he has served on the edu- 
cational committee of the Life Office 
Management Association Institute. With 
the Hartford Community Chest he has 
served as vice president in charge of 
agency relations and as a member of 
budget committee and now is’ on the 
executive committee. He is on the board 
of directors, Y.M.C.A. 









MORE... 
or LESS? 


As competition for the buyer’s 
money increases, our men are 
finding that the combination of 






Life Insurance 
and 
Noncancellable Sickness 
and Accident 
insurance means MORE .., 
in sales “leverage” . . . in 
ability to service soundly .., 
in prestige and profit. 
Noncancellable Sickness and 
Accident insurance is playing 
an increasingly important = 
part in the sales program of Sam 
our successful life under. = 
writers these days. Sales rec. = 
ords reflect the fact that, as === 
their Non-Can sales increase, == 
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their Life sales increase, too! Chinto: 
Such is the benefit of a hie 
COMPLETE sales kit. 
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DEATH OF F. L. GROSVENOR 

Dr. F. L. Grosvenor, for years medical 
director of The Travelers, died in Hart- 
ford a few days ago. 
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Honor Clinton F. McCord 



















President Malcolm Adam (left) and 
Clinton F. McCord. 


Clinton F. McCord, Newark, N. J., 
was honored by the trustees of Penn 
Mutual Life on occasion of his 50th 
anniversary with the company. He was 
presented with a silver tray by Malcolm 
Adam, president of Penn Mutual. He 
came with company as general agent in 
Newark in 1899, serving in that capacity 
for 29 years and being made a trustee 
in 1921. In 1929 he retired as general 
agent but continued as associate gen- 
eal agent. He has served under ten 
company presidents. He is a past presi- 
dent of Newark Life Underwriters As- 
sociation. He is the company’s senior 
trustee, 


Sisk Heads Bankers Life Co.’s 
Top Club for 3rd Time in Row 


John M. Sisk, supervisor in the L. W. 
Spickard agency, Bankers Life Co., Mil- 
waukee, is new president of the Presi- 
dent's Club, top honor organization for 
Bankers Life Co. salesmen. He led the 
entire field force for new business dur- 
ing the club’s qualifying year, making 
the third year in succession he won that 
honor, 

Before entering insurance Mr. Sisk 
was an All-American football star three 
years in a row, playing for Marquette 
University. Furthermore, he was an out- 
standing track athlete. After finishing 
his career at Marquette he was grad- 
uated from the Liberal Arts School in 
1933 with a B.S. degree. He signed a 
contract to play with the Chicago Bears 
in 1932, being on the 1932-33 teams 
which won world’s championships. The 
Bears also won 34 straight games in 
1934 before losing one. In all, he played 
five years with the Bears. 

He is a past president of the Milwau- 
kee Life Underwriters Association. 





J. E. LAURIE RETIRES 
The Prudential has announced the re- 
lirement of J. Ernest Laurie, head of 
the company’s auditing division. Mr. 
Laurie, who was born and educated in 
Barbados, British West Indies, entered 
the United States in 1914 and thereupon 
became associated with insurance ac- 
counting. Several years later, he joined 
the public accounting firm of Stagg, 
Mather and Hough. “He was a junior 
aa of that organization when, in 
937, he joined Prudential. 
€ is a director of the Institute of 
itdes Auditors and immediate past 
President of the organiz< ition’s New York 
apter, 
ie ee enttie will continue his long- 
€ssion as an auditing consultant 


With office : 
ham, N. - in his resident town, Chat 






























Becher Speaks Before 
Confectioners’ Group MASSACHUSETTS INDEMNITY INSURANCE CO. 


DISCUSSES NEW YORK DBI LAW Loyal Atkinson, Branch Manager 
50 East 42nd St., New York— MU Hill 7-5212 





Says Insurance Industry as a Whole Is 
Equipped and Desires to Do Job 
in Best Possible Way 


Fred O. Becher, Jr., manager of the. 
Group insurance department of the CALL US ON YOUR NON-CANCELLABLE PROBLEMS 
United States Life Insurance Co., was 
guest speaker at the meeting of the 


Association of Manufacturers of Con- 
fectionery & Chocolate held October 6 this disability coverage be provided by job in the best possible manner.’ 





Non-Cancellable Health & Accident Insurance 
































at Hotel Statler in New York. Mr. 42 private insurance company rather than Also representing the United States 
Becher discussed the New York State through self-insurance or the State In- Life Group department was William P. 
disability benefits law and how it will surance Fund, Mr. Becher quoted Gov- White, director of group sales and serv- 


effect the employer members of the ernor Thomas E. Dewey and “Mary H. ice. The meeting and luncheon was at- 
confectioners’ association when it be- Donlon, chairman of the New York tended by about 100 employer members 
comes compulsory to provide their em- Workmen’s Compensation Board. Both of the association representing over 
ployes with cash benefits arising from had expressed the view that properly 1,000 employes. 

non-occupational sickness or accident. regulated private insurance should be 

In his 20-minute talk on the law, Mr. given the opportunity to prove whether 

Becher brought out these important it can adequately service the needs of Be Male rey’ pei Bacyn yl 
points: the four significant dates for social insurance, thereby keeping gov- ae alenhd Sieactin ‘eth the Mew 
> are , . > m2 ] aT] ; ; ; 4 Ben. a, a oa * J aga = 
employers to watch; the minimum and ernment interjection in this field at a York Life at $125,000 issue of First Mort- 





maximum cash benefits required; the minimum. » oi gage Bonds, Series A. The’bonds bear 
amount of employer-employe contribu- Pointing out that it is the duty of interest at 3.45% and are ‘due October 
tions necessary; and the three methods private enterprise to do this job and 1, 1974. Proceeds of the issue will be 
of providing these benefits. to do it well, Mr. Becher said that “the used for refunding purposes and to pro- 

Recommends Private Insurance insurance. industry as a whole is vide funds for construction and addi- 


3olstering his recommendations that equipped and has the desire to do the tional working capital. 





Here Are Four Reasons 


Why do Lincoln National Life representatives sell so many 


Family Income Plans? 


I. The F. |. rider may be added to many types of policies, in- 
cluding retirement plans. 


2. The rider has liberal conversion privileges. 
3. A clean-up fund may be provided or omitted, as desired. 


4. The plan may provide a monthly income of either $10 or $15 
per $1,000 of basic contract. 


The flexible coverage which LNL agents can offer through their 
company's Family Income Plan is another reason for our proud claim 


that LNL is geared to help its field men. 





Its name indicates its character 


The 
LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne |, Indiana 
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To produce $500,000 paid-for business 
will take 1,370 calls, 1,177 contacts, 344 
interviews and 1,700 hours in the field, 
Wallace Knight, Tex., told 
John Hancock general agents last week. 

By keeping records, Mr. Knight has 
always been able to keep an accurate 
account of the average value of each 
activity and to measure the efficiency 
of his performance. For the first six 
months of this year, he made 1.6 calls on 
each contact, 3.42 contacts at each inter- 
view, 3.33 interviews for each sale. His 
average policy written was $5,161 and the 
average size policy paid for was $4,183. 
He computes that he put in 16 field 
hours on each sale. 

C. C. Sharkey, Jr., Dayton, O., dis- 
cussed “The Professional Market.” He 
said that doctors and dentists can find 
little time to gain experience in finance; 
they must seek the advice of experts in 
placing their investments. Since they are 
not covered by Social Security, they 
must provide their own retirement in- 
come. Finally, doctors are found in the 
top 3%, so far as investable surplus is 
concerned. He noted the importance of 
programming for doctors and dentists, 
and adding that he had sold many extra 
policies “when the policyholder was 
ready for additional coverage.” 

Poorly trained agents will find slim 
pickings in the professional field, Mr. 
Sharkey warned, since professional men 
are “quick to sense any lack of informa- 
tion or training on the part of the 
agent.” Moreover, the agent should 
“know his professional men” and their 
particular problems. 

“Don’t overlook assistants, laboratory 
technicians, dieticians, therapists—they 


Houston, 





Prudential Pamphlet 
Concerning Diabetes 


That diabetes is not caused by too 
many sweets and starches, as popularly 
supposed, is one of the many interesting 
specific facts concerning the disease dis- 
closed in a pamphlet which was dis- 
tributed by all local offices of The Pru- 
dential in connection with National 
Diabetes Week. (October 10-16.) 

According to the company’s medical 
director, Dr. Edwin G. Dewis, distribu- 
tion of the pamphlet was a part of the 
national medical campaign to stress the 
need for early detection of the illness 
to assure proper treatment. 

He said approximately 1,000,000 per- 
sons in the United States are known 
to have diabetes and that it is believed 
equaly large numbers are suffering un- 
necessarily from the disease for the 
simple reason that they are unaware 
that they have it. 

“Detection of the disease is of utmost 
importance because the known diabetic 
can live a relatively ‘normal’ life,” Dr. 
Dewis said. “However, the unknown 
diabetic often faces ultimate disabling. 

“Diabetes ranks eight on the ‘cause-of- 
death’ list because many diabetics never 
discover what ails them until too late. 
We must reduce this toll tremendously.” 

He said that the company’s diabetic 
booklet, which outlines the disease’s 
symptoms and treatment, will be avail- 
able for the asking at any local Pru- 
dential office. 


Heads Tulsa District 

Stuart G. Clinchard, CLU, of Maple- 
wood, N. J., has been appointed man- 
ager of The Prudential’s Tulsa, Okla., 
district office. Mr. Clinchard has been 
associated with the company’s district 
office sales and service departments 
since joining the company in 1927. Be- 
sides filling many administrative posi- 
tions in the home office at Newark, he 
has directed operations of district offices 
at Rochester and Utica, N. Y., and 
Washington, D. C. 





Calls Needed to Produce $500,000 


like to buy where the professional man 
does,” he said. 

Using a number of slides to illustrate 
his talk on “Salesmanship Is Nothing 
But Service,” Urban F. Weber, Monroe, 
Mich., agent, demonstrated “personalized 
service to policyholders.” 

After securing the prospect’s policies, 
and integrating them with his social se- 
curity benefits, Mr. Weber examines the 
policies with such questions in mind as: 
“Are these policies judgment-proof? Do 
they have a Common Disaster Clause? 
Do they have the Automatic Premium 
Loan Provision? Are the proceeds for 
cash purposes left under the interest op- 
tion? Is the age of the insured correct ? 
Do conditions which caused extra rating 
still exist ?” 

Next, Mr. Weber summarizes the poli- 
cies, figuring the monthly income of 
each. Finally, he draws up three plans, 
with varied amounts of premiums due, 
to provide the income the prospect de- 
sires. 

In conclusion, Mr. Weber suggested a 
four-way “integrity test” for life insur- 
ance programs: “Is it honest? Is it fair 
to all concerned? Will it build good will 
for the insurance profession? Will it be 
profitable for all concerned ?” 

Strangers 

Charles W. Hoover, South Bend, Ind., 
was a stranger in the city when he be- 
came an agent. He highly praised the 
Purdue School of Life Insurance Mar- 
keting which he said had helped him get 
acquainted with life insurance “to sell 
policies with confidence and pride.” 

“Don’t forget that many persons with 
whom we come in contact are also 
strangers to life insurance. It is our 
privilege to get them acquainted before 
it is too late, and in making them ac- 
quainted with life insurance we, of 
course, extend our own acquaintance.” 





60 East 42nd Street 





LIFE INSURANCE 
ACCIDENT & HEALTH 
HOSPITALIZATION 


General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 
Manhattan — Long Island 


Write: PETER E. TUMBLETY 


First Vice President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


New York City 





Answer to Critics 
(Continued from Page 3) 


vestment income and then 1.2 cents was 
made up of other income, making the 
total dollar. 

Distribution 


“But the important part is how was it 
distributed? There was added to policy 
reserves and other funds which are in 
essence benefit payments, 40.8 cents, then 
there was added to new policy reserves 
to meet future contract obligations 35.8 
cents, and special reserves and surplus 
funds aside in the policyholders’ inter- 
ests of 4.2 cents, making a total of 80.8 
cents, slightly more than was actually 
received in the form of premiums. Now 
as to operating expenses—all agency 
expenses, including all commissions, 
home office expenses and _ so _ forth, 
and agency expenses in the field amount 


our—the Institute’s—publics is the young 
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BACK OF THE CONTRACT 


robinson crusoe 
would have it 
Balanced, Too! 


Granted enough human population on his 
island, Robinson Crusoe, wise man that 
he was, would have discovered the need 
for founding a Life Insurance Company. 
To achieve this goal, he would have had 
to find sufficient people in average 
normal health, a well-organized method 
for reaching them, well-spread 
investment opportunities, and a 
cheerful, efficient group of co-workers. 
While solving these problems he would 
have discovered that in Life Insurance. 
strength in one category must be 
supported by strength in the others... 
for smooth functioning demands balance. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


AT FAIRMOUNT AVENUE 


PHILADELPHIA + PENNSYLVANIA 








| 


of 10.3 cents, home office salaries for 
other departmental operations, 3 cen 
other expenses 3.7 cents for a total oj 
17 cents represented the cost item, | 
addition there was 1.8 cents for tax 
and dividends to stockholders wher 
there was a stockholder interest 4 cer; 
making a total there of 2.2 cents, 


“Thus you see we get the distribution 
of the whole dollar, and these are the 
facts you should be able to relay 
your policyholders on the basis of hoy 
they operate in your own company,” 

Mr. Johnson saw no attempt on the 
part of life companies to exercise eco- 
nomic control. 


The Public 


Discussing the general public he said 
“Ts it just 140 million people? No, Mj 
public is you, and the people within the 
life insurance business at whatever level 
they may be working. Another one oi 


people of America, the students of thi 
country. It is our job to see that they 
understand something about life insu- 
ance business, and to try in the clas 
rooms to give young people a better 
understanding of the place life insurance 
has in America. Another one of our 
publics is the women of America. The 
have been neglected, but they are the 
ultimate users of life insurance, and we 
have in the past spent most of our time 
giving the men an understanding of lite 
insurance. I believe it is safe to say thet 
80% of the policies the men, buy hart 
a woman named as a_ beneficiary, ani 
what a job we have of public relations 
there. It is our job to see that they 
more adequately understand the life i 
surance business.” 

Commenting on the life insurance pub: 
lic Mr. Johnson said: 

“Now let me talk about your public 
Each of you has a group of publics tha 
is your own public. You will have yout 
policyholders. Your friends are some “! 
your public—your business associates al 
your competitors are your public. The 
community in which you live 1s one 0! 
your publics. You may each have the 
same category of publics but they differ 
specifically with each one of you—they 
have a different point of view. They hart 
different likes and dislikes. Each ha 
to be dealt with on an entirely differet! 
basis.” 


Provident Mut. Investment) 


New investments of the Providetil 


Mutual Life during the first nine mont 
of the year totaled $49,824,000. Gross 
turn on new investments was 3.67% * 
against a yield of 3.41% for the 
responding period of 1948, and 3 
for the first six months of 1949. 
Biggest classification of new inves" 
ments was $21,001,000 in mortgages; © 
ond was industrial bonds at $19,858" 
Outstanding investments of the. cot 
pany are now at the all-time high © 
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$602,984,000. 4 

New insurance sold amounted to ld 
383,000, while insurance in force 
creased to a new high of $1,341,571, 000 
















Nev 
Gra 
UNIO. 
Freder 


K 


The 
Fredet 
Rapids 
at To 
and g 





F. ( 


High § 
Mr. ( 
State 
previo 
took z 
In 194 
in Gra 
ance 
He th 
belong 
St. St 
of Col 

Mr. 
attend: 
Louis » 
ball pl 
Before 
with ] 
Mich. 
During 
comple 
over 
to ma 
mist C 
succee 
contin 
associ 


nounce 
Ohio— 
year— 
sional 
Geske 
and P; 
The C 
City E 
Foll 
leyan 
physic: 
Shaker 
the T; 
subseq 
life ac 
Joining 
ager f 
Clevel: 


of Un 
had b 
pany, 
arose, 
nostic; 
the flo 
Presid 
at the 
the 59 
Starte, 
clerk, 
Dartm 
treasu 


in 193 





City 


——____, 





aries for 
3 cents 
- total of 
item, |h 
for taxes 
Ss where 
st 4 cent 
its, 
tribution 
> are the 
relay t 
S of how 
pany,” 
t on the 
CISE ec0- 


he said 
No. My 
ithin the 
over level 
r one of 
he young 
s of this 
that they 
fe insur 
the class 
a_ better 
insurance 
» of our 
ica. The) 
are the 
, and we 
our time 
ig of lite 
say that 
yuy have 
ary, and 
relations 
hat they 
e life in- 


nce pub- 


ir public 
slices that 
ave youl 
some 0! 
jates and 
lic. The 
s one 0! 
have the 
ey differ 
ou—the; 
hey have 
ach has 
differen! 


tment 
rovidert 
> mont 
zross fe 
3.67% & 
the cor: 
id 3.58% 


+ invest 
yes; Sec 
9, 858,00" 
he colle 
high OF 


to $F 
















orce It 


7 1,000 


October 21, 1949 


Ow 50th Year 











Ge 50th Year 





Page 11 











- Managers Named in 
od Rapids and Toledo 


UNION CENTRAL APPOINTMENTS 


-. J. Carmody Heads Grand Rap- 
oa Agency an . R. Townley 
Toledo Agency 








The Union Central Life has appointed 
Frederic 
Rapids at 
at Toledo. 
and graduated at 


J. Carmody manager at Grand 
id Richard R. Townley manager 
A native of Grand Rapids 
East Grand Rapids 





F, G. Carmody R. R. Townley 


High School and Michigan State College 
Mr. Carmody continued at Michigan 
State where he received an M.A. degree, 
previously getting a B.A. degree. He also 
took a special course at Hope College. 
In 1940 he was a high school teacher 
in Grand Rapids, later entering life insur- 
ance aS an agent of New York Life. 
He then went with Union Central. He 
belongs to Grand Rapids Executive Club, 
St. Stephens Study Club and Knights 
of Columbus. 

Mr. Townley, native of San Francisco, 
attended Washington University, St. 
Louis where he was an outstanding foot- 
ball player and also was on track team. 
Before joining Union Central he was 
with Northwestern Mutual in Jackson, 
Mich. and a leading personal producer. 
During the war he was a bomber pilot, 
completing 36 bombardment missions 
over France and Germany. He belongs 
to many organizations, including Opti- 
mist Club of which he is secretary. He 
succeeds Claude M. Sullivan who will 
continue with the Toledo agency as 
associate manager. 





Confederation Life Ass’n 
Opens Branch in Cleveland 


Confederation Life Association an- 
nounces opening of its second branch in 
Ohio—its third in the United States this 
year—with Gerald E. Ensign as divi- 
sional manager at Cleveland. Harry C. 
Geske opened at Grand Rapids in March 
and Paul S. Rilett at Columbus in May. 
The Cleveland office is in the National 
City Bank Building. 

Following graduation from Ohio Wes- 
leyan University, Mr. Ensign taught 
physical education and coached at 
Shaker Heights High School. He joined 
the Travelers as an agent in 1930 and 
subsequently became assistant manager, 
ite accident and Group. From 1938 until 
joning Confederation Life he was man- 
ager for Banker’s Life of Iowa in the 
Cleveland area. 





Dies While Being Honored 
Henry Louis Hodell, vice president 
of Union Central, who died October /, 
had been half a century with the com- 
Pany. At a dinner honoring him he 
arose, said: “I do not want to prog- 
Rosticate the future,” and slumped to 
the floor trom a heart attack, soon dying. 
President Cox had eulogized Mr. Hodell 
: the dinner and presented him with 
ro 20 years’ service plaque. Mr. Hodell 
oo with the company as a $3 a week 
re He became chief of financial de- 
ets ent; then assistant treasurer and 
asurer, being elected vice president 


in 1936, 


Standard Oil Used Film 
To Tell Annuity Changes 


PICTURE MADE BY GENE WALKER 





31 Copies of Film Sent Out by Crews 
So 28,000 Employes Could 
See It 


The Standard Ojl Co. of California 
wanted each one of its 28,000 employes 
to understand exactly what it had done 
when it liberalized its annuity plan. The 
message to put over was the long-range 
benefit of the improved plan, which had 
been adopted because of changed money 
values and increases in living costs. The 
revision cost the company $20,000,000 or 
more, plus additional running costs aver- 
aging $2,000,000 per year. 

While Standard Oil might have done 
an effective job with a pamphlet or with 
a large number of lectures in different 
places the management felt that was 
not enough, and so it decided the most 
far-reaching method would be by film. It 
picked Gene Walker, a producer of films 
for industry. to make the picture which 
was a 20-minute 16-mm. sound film in 
color animating the working factors of 
the annuity plan. Principal factors ex- 
plained were (a) the reduction from the 
employe’s pay check; (b) the contribu- 
tion of the company compared with that 
of the employe; (c) an investment of this 
jointly-provided money in an insurance 
program; (d) the place of Government 
SS in the employe’s over-all future; (e) 
what the emplove would realize when it 
was time for him to retire; regular re- 
tirement at the age of 65; also, earlier 
retirement which is of crucial concern to 
many employes. 





Traveling Crews 


Thirty-one prints of the film were 
made and traveling crews of experts 
from Standard’s Benefits Division took 
them into the field for meetings with 
supervisory personnel. The supervisors 
stood ready to explain the annuity plan 
and its presentation. In each area one 
member of local Standard Oil manage- 
ment was responsible for showing the 
films at meetings for all employes in his 
area, on company time. 

Gene Walker had attracted attention 
earlier with a film made for Southern 
Pacific Railroad. 


State Manager for N. C. 
For the Guardian Life 





Affiliated Photo-Conway 
HENRY N. ASHBY 


The appointment of Henry N. Ashby 
as state manager for North Carolina, 
with headquarters at Raleigh, was an- 
nounced by the Guardian Life. A native 
of Littleton, N. C., Mr. Ashby attended 
public schools in Raleigh and Durham, 
and was graduated from Duke Uni- 
versity in 1937. Following his gradua- 
tion, he was employed in the sales divi- 
sion of the Liggett & Myers Tobacco 
Co. until 1941, when he entered the life 
insurance business as an agent at 
Valdosta, Ga. 

His career interrupted by the war, Mr. 
Ashby served as a Navy officer in the 
Pacific and China-Burma-India theaters 
until 1946, when he returned to civilian 
life to resume his life insurance career. 
He was engaged in sales and field activi- 
ties at Greenville and Columbia, S.C., 
until the time of his Guardian anpoint- 
ment. 
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get the low-down 
on our A & H plans! 


Here are A & H plans that are easy-to-sell. You'll find 
what you’re looking for in The U.S. Life’s complete port- 
folio of tailored plans—plans of Accident, Accident & 
Health and Hospitalization coverage designed to meet al- 
most every disability need, and add to your own individ- 
ual income as well. In addition, you'll find complete brok- 
erage facilities available and ready to help you on all regu- 
lar forms of Life and Group Insurance. This is why we 


say, “Don’t Overlook the YOU in The U.S. Life.” 


che United States Life 
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(CIN THE CITY OF NEW york) 





Hear H. G. Kenagy 


Life insurance agents must be happy 
in their agency and company relations, 
as well as successful producers, if they 
are to do an effective job in public re- 
lations, said H. G. Kenagy, vice presi- 
dent, Mutual Benefit Life, speaking be- 
fore the Springfield (Massachusetts) 
Agency Managers Association last week. 

Mr. Kenagy declared that we cannot 
expect agents to be even interested, and 
certainly not effective, in building the 
prestige of our businss unless they like 
and respect their leaders (both agency 
and home office) ; believe that their com- 
pany is well managed and believe that 
they are well and properly compensated. 

What agents believe and feel, said 
Mr. Kenagy, is almost entirely a _ re- 
flection of the agency manager’s ability 
as a leader of men. 

Mr Kenagy’s appearance before the 
Springfield Association was his 19th in 
the last 20 years. Ten years ago he was 
voted a life membership. 


EARLY 
SECURITY 








MODERN 
SECURITY 


We believe that accident and 
health insurance is a part of 
today’s need for complete 
modern security. 


MODERN THINKING 
MODERN AGENTS 
MODERN POLICIES 


We have them all. 


LIFE * GROUP 
A & H * NON-CAN 


Security Mutual 
Life Insurance Company 


INCORPORATED 1886 
Binghamton, New York 
Frederick D. Russell, President 
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Dick Evans, the Massachusetts Mu- 
utal agent at Los Angeles, who made 
a brilliant record in the World War as 
an air pilot and who was assigned to 
pilot a plane given to Marshall Mont- 
gomery by General Eisenhower, is a 
life member of the Million Dollar 
Round Table. His success as an agent 
and as a speaker before insurance organ- 
‘zations, has led his general agent, John 
W. Yates, to send to the clients and 
friends of Mr. Evans a letter reading 
in part: 

“We in the Los Angeles agency of the 
Massachusetts Mutual Life, are exceed- 
ingly proud of the accomplishments ot 
Dick Evans. In his first three years in 
business, following separation from the 
Air Force, he has, as an independent life 
estate analyst, assisted men in the ac- 
quisition and organization of over $3,000,- 
000 in life insurance estates. 

“When told that he was the youngest 
man to qualify for life membership in 
the Million Dollar Round Table, Dick 
stated that this was due primarily to the 
faith and courage of the men for whom 
he worked—and he meant it, too! 

“The ‘Evans System’ has become so 
well known in life insurance circles that 
Dick is now in constant demand as a 
speaker. It would be interesting to some 
of vou to know that he is constantly and 
continuously plugging the Air arm as the 
best Life Insurance policy that the na- 
tion can buy. He has addressed the 
following organizations: 

The National Association of Massa- 
chusetts Mutual Agents, Atlantic City, 
New Jersey; 

The National Association of Life Un- 
derwriters, Boston, Massachusetts; 

The Los Angeles Association of Life 
Underwriters, Los Angeles, California; 

Various business and civic clubs and 
organizations throughout Southern 
California; and on September 19, 1949, 

The Million Dollar Round Table of 
America, Cincinnati, Ohio. re 
“Because of his national recognition, 

most unusual abilities, and sincerity of 
purpose, I felt that you would want to 
have the above information.” 





Another young agent in the Yates 
organization paid a visit to New York 
last week enroute to the home office of 
the Massachusetts Mutual where he will 
attend a life insurance school. He is 
William H. (Bill) Gould. This agent is a 
eraduate of Western States Teachers 
College, Gunnison, Colo., where he got 
a B.A. degree and-of University of 
Southern California where he got an 
M.A. degree. He earned his way through 
Western States Teachers College by 
selling insurance for the Penn Mutual 
Life in Gunnison, reporting to the then 
general agent, the late Frank H. Davis, 
Denver. At college he majored in eco- 
nomics and music. He became a teacher 
in the high school at Grand Junction, 
Colo., and for nine years had charge of 
its bands, orchestras and glee clubs. 
Next, he taught in a Spokane high school 
for a year, later joining faculty of Jor- 
dan High School, Long Beach, Cal. 
After World War service he took over 
in 1945 the direction of the bands and 
glee clubs of the University of Southern 
California. 

In 1947 he met John W. Yates who 
convinced him that life insurance was a 
career which he should follow, advice 
which he took. 





_ The Prudential Insurance Co. of Amer- 
ica has been operating in Canada 40 years 
and has policies in force on lives of 
1,000,000 residents of the Dominion. The 
amount of these policies is in excess of 
a billion dollars. The company has 80 
offices in Canada and 900 field represen- 
tatives there. The company has more 
than $65,000,000 invested in Canadian 
farm and city mortgages. In addition it 


has almost $275,000,000 invested in other 
channels in the Dominion. 


One of the most felicitous social af- 
fairs at American Life Convention each 
year is the breakfast given to officers of 
smaller companies by W. T. Grant, 
chairman, and Jay C. Higdon, president, 
3usiness Men’s Assurance, Kansas City. 
It is really an affair at which people can 
become acquainted and is all over in an 
hour. Tom Grant as the toastmaster, in- 
troduces as special guests head of asso- 
ciations, and the press, and no speeches 
are made. 

Among those introduced at the break- 
fast in Chicago during ALC convention 
were Bruce Shepherd, Eugene M. Thore, 
Henry R. Glenn and John V. Bloys, Life 
Insurance Association of America; 
Robert L. Hogg, Ralph H. Kastner, Al 
Guertin, Lee Shield, American Life Con- 
vention; Frank L. Rowland, Life Office 
Management Association; C. O. Pauley, 
former head of Accident & Health Con- 
ference; Holgar J. Johnson, president, 
Institute of Life Insurance; R. Leighton 
Foster, K.C., Canadian Life Insurance 


Officers Association; A. Gordon Nairn, 
Canadian Life Underwriters Association; 
Judd C. Benson, president, Ed Zalinski 
and Richard E. Imig, National Associa- 
tion of Life Underwriters. President 
Jenson was asked to tell funny stories 
for five minutes and he did so, demon- 
strating a fine sense of humor. 





Elmer G. Leterman, well known insur- 
ance agent, gets a big play in November 
issue of the magazine True. He is fea- 
tured in a spread in colors which covers 
two full pages, article being captioned 
“Your Clothes Get You Places.” Theme 
of the material run about Mr. Leterman 
in True is that the better dressed a sales- 
man is the better impression he makes 
on the prospect or the customer. 





Thirty-six suggestions made by em- 
ployes of the Pacific Mutual Life, Los 
Angeles, during the second quarter of 
1949 looking toward more efficiency in 
home office activities, have been adopted 
by the company and put into use, ac- 
cording to the “Home Office News” 
of the company. These suggestions in 
addition to being put into practice, have 
brought their authors rewards of from 
$5 to $25. Since the inception of the 
plan at least 5,039 suggestions have been 
made. 

Uncle Francis. 
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‘TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 
A three months survey indicates: 


@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of $13,272, 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


for 


pe Moines 








Multiple Management Plan 
Described by Thos. R. Reid 


A_ system of “multiple management” 
instituted in 1932 in Baltimore by Me. 
Cormick & Co. and since adopted jy 
nearly a thousand other companies A 
described to the recent meeting in Chi- 
cago of the Agency Section of American 
Life Convention by Thomas R, Reij 
vice president of human relations of the 
Baltimore firm. 

“Multiple management means just 
what the name implies,” Mr. Reid said 
“management by more people. Multiple 
management extends the Opportunity of 
participation in the affairs of the com. 
pany directly and actively to every think. 
ing employe at the supervisory |eyel 
and above. It provides for boards of 
directors made up of men right out of 
the office and plant and sales organiza. 
tion, men who are on their way up, 
suplement the senior board of top. 
management men. We began with a 
junior board of directors back in 193 
The president of the company selected 
17 men-assistant department heads, ac. 
countants, junior executives, etc—whom 
he considered to be the best Prospects 
for future leadership, and told them 
that they were to be given direct par- 
ticipation in management in their own 
group operating independently of the 
senior board and the line organization, 

“They were told to elect their own 
chiarman and secretary, set up their own 
schedule of meetings, draw up their own 
by-laws. They were given the right to 
discuss any thing in the business which 
interested them. They were assured that 
top management would not look over 
their shoulders in the meetings and that 
their discussions would be free discus- 
sions without interference. They were 
given suggested projects and topics asa 
starter to give them an idea of the sort 
of subject matter on which the company 
wished their thinking. i 
_“There were two practical and realis- 
tic brakes put on them which have not 
interfered with their free action, but 
have given the business every protection 
any business wants. They were told, 
first, that every recommendation from 
their board must be unanimous. If the 
original idea cannot be sold to the 
entire group around the table, revise it 
and amend it so that the finished idea 
is thoroughly thought out and_ sound, 
Secondly, their recommendations do not 
go into final operation in the company 
until the president or the senior board 
of directors has approved them and 
made sure that no conflict or duplica- 
tion existed.” 


Joins New England Mutual 
Edwin J. Behrens, of Cleveland, has 
become associated with the New Eng- 
land Mutual Life as a special repre- 
sentative specializing in pension trusts, 
business analysis and estate planning 
programs, E. Clare Weber, Cleveland 
general agent for the company, at- 
nounced. A CLU, Mr. Behrens received 
his education at the U. of Michigan 
and Western Reserve University. 


General American Film 


General American Life, St. Louis, has 
had great success with its salesman 
training motion picture “Oh! Henry,’ 
Stanley M. Richman, vice president of 
the company told the members of the 
St. Louis Chamber of Commerce’s sales 
managers bureau at a recent luncheon 
meeting just before the film was shown. 
This picture is a silent film but is ac- 
companied by live commentary and some 
background music. Harry Nelson, dr 
rector of advertising, directed the picture 
and also did the commentary. 

The picture portrays the training and 
development of an insurance salesman. 











ALBANY ASS’N SPEAKER 

Daniel P. Cahill, supervisor for Mutual 
Life, addressed a luncheon meeting ° 
the Albany Life Underwriters Associa: 
tion recently. The meeting featured 
award of two CLU certificates and diplo- 
mas from the Life Underwriter Train 
ing Council. 
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Many Attend Funeral 
Of Sara Frances Jones 


g YEARS IN LIFE INSURANCE 





Twice Paid for More Than Million; Ran 
YMCA Hut in France During 
World War ! 

A large number of insurance men and 
women attended the funeral of Sara 
Frances Jones, more than 50 years with 
Equitable Society and twice a million 
jollar writer. Services were in Fourth 
Presbyterian Church, Chicago, — 

Miss Jones started with quitable at 


— 


SARA FRANCES JONES 


home office here as a stenographer. She 
was urged by the late Florence E. Shaal 
of Boston, then general agent, and by 
some other Equitable general agents to 
go into selling and did so in Chicago in 
August, 1911, where she became the first 
woman supervisor of the Society. She 
joined Chicago Life Underwriters Asso- 
ciation, and became its first woman mem- 
ber of the board. In first World War 
she served 14 months in France in 
charge of a YMCA hut. Returning to 
Chicago after her service abroad, she 
helped establish a woman’s department 
of the Equitable in Cincinnati and visited 
other managers and general agents in 
demonstrating to them the advisability 
of putting on women agents and en- 
couraging them to speak at meetings. 
When Corinne Loomis of Boston 
iounded the Women’s Quarter Million 
Dollar Club, Miss Jones was its chair- 
man the following year. Her largest per- 
sonal production years were in 1929 and 
1930, In Chicago she was active for years 
on board of Women’s and Children’s 
Hospital, and did considerable work in 
the Juvenile Court when Judge Mary 
Bartelme was in charge. The first policy 
she wrote in Chicago was on the life of 
Judge Bartelme who became her lifelong 
inend. In 1943 Miss Jones was elected 
national president of Women’s Overseas 
Service League. She spoke for the 
League in many cities. Miss Jones’ 
health began to fail a couple of years 
‘go and she spent considerable time in 
hospitals, 


Ohio Fraternal Congress 

pute Mth annual session of the Ohio 
Catemal Congress held recently in 
pilumbus elected Gerald Brown, Canton, 
totected Home Circle, president; Fran- 
Se ntzenko, Cleveland, First Catholic 
re Ladies Union, secretary; Frank 
M. Surtz, Cleveland, Slovenian Mutual 
enefit Association, first vice president; 
Lif Rayburn, Columbus, Standard 
_ €, treasurer, Speakers at the meeting 
neluded George G. Perrin, Rock Island, 
~” President of the National Fraternal 





paetess, and August Pryatel, assistant 
ate Superintendent of Insurance. 


National Life Leaders 
Meet at Home Office 


Fifteen men from various parts of the 
country who, by their sales efforts for 
the year ending July 1, distributed the 
National Life of Vermont insur- 
ance protection in the United States 
and who have thus qualified as members 
of the agents executive council met at 
the home office as guests of the com- 
pany for three days last week. At the 


most 


opening dinner they were greeted by 
President Ernest M. Hopkins, Vice 
Presidents L. D. Meredith, Henry H. 
Jackson and D. Bobb Slattery and their 
wives, and a number of other officers of 
the company. 

The first three members of the council 
in order of their standing, L. J. Bair, 
New York-Wells; F. T. Fenn, Jr., CLU, 
Hartford; Robert O. Bickel, CLU, Cedar 
Rapids, automatically become president, 
vice president and secretary respectively. 

The program included meetings at 
which the members of the council ex- 
changed sales ideas, with two meetings 
being devoted particularly to advanced 
underwriting, led by General Agents 
Robert P. Burrough, Manchester, and 
John J. Kellam, New Canaan. 


Chicago CLU Town Meeting 


Cloud Wampler, president, Carrier 
Corporation, will present Management’s 
Viewpoint in the Town Meeting pro- 
gram of the Chicago CLU chapter, 
November 14. Chairman is Edward 
Rosenheim, Penn Mutual Life. 

Prepared talks by participants will be 
followed by five-minute periods for 
rebuttal together with open forum from 
the floor. 

Doren E. Trump, manager, Metro- 
politan Life, is president of the chapter. 
Additional speakers wil be announced 
in the near future. 





HOLD REGIONAL MEETINGS 

The opening feature of the program of 
regional meetings of the Chicago Asso- 
ciation of Life Underwriters was the 
showing of the new Institute of Life In- 
surance movie, “For Some Must Watch.” 
Meetings were held on the South Side, 
Tuesday; West Side, on Wednesday, 
and on the North Side on Thursday of 
this week. Speakers were Jack Isaac- 
son, Metropolitan Life; John A. Calfa, 
The Prudential; Harry R. Schultz, Mu- 
tual Life of New York; Russell C. Tom- 
linson, George H. Gruendel & Associates. 


Cook Elected Ass’t Secretary 
Of Companion Life of N. Y. 


John S. Cook, who joined the Com- 
panion Life of New York a few months 
ago as its chief underwriter, has been 
elected an officer of the company by the 
board of directors with title of assistant 
secretary. 

Mr. Cook, well regarded in life in- 
surance underwriting circles, served 
3ankers National Life, Montclair, N. J., 
for 20 years prior to joining the Com- 
panion Life. 





MUTUAL OF N. Y. LEADERS 

The Los Angeles agency of Mutual 
Life Company of New York led all the 
company’s agencies in volume of insur- 
ance sold and held second place in num- 
ber of policies sold during the first nine 
months of 1949. The agency is managed 
by G. A. Satten. 

The Grand Rapids agency, Charles E. 
Brown, manager, held first place in num- 
ber of policies sold during the period. 
The Chicago (Persons) agency, man- 
aged by Henry W. Persons, was second 
in volume and Milwaukee, George A. 
Knutsen, CLU, manager, was third in 
both volume and policies sold. 
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Group sales made | easy 


¢ ~ 





If you have a Group Insurance prospect, a telephone 
call to the DOWNTOWN AGENCY is all that's nec- 
essary to obtain the help of a Prudential Group Sales 


Representative. 


Our money-making Group service is ideal for Brokers 
and Surplus Writers who are invited to use its facili- 


ties without cost or obligation. 


Your furnish the prospect and the Group Representa- 
tive will help you make the sale and handle all incident- 


als, leaving you more time to write other business. 


BROKERAGE SPECIALISTS 


EUBANK & HENDERSON, Managers 


Downtown Agency 


The Prudential Insurance Co. of America 





ASSOCIATES 
L. P. ROBINSON E. J. CURTIN 
H. H. MOORE H. A. EUBANK 
LEO BLATZ W. Q. MEEKER 





FOR MORE AND MORE 
PROFITS MAKE 
EUBANK-HENDERSON 
PARTNERS FOR LIFE 
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ASSOCIATION 


OF LIFE INSURANCE MEDICAL DIRECTORS 





Dr. Ungerleider Head 
Of Medical Directors 


LONG WITH EQUITABLE SOCIETY 





Distinguished in Cardio-Vascular Re- 
search Field; Ylvisaker and Lee 
Vice Presidents 





Dr. Harry E. Ungerleider, medical 
director, Equitable Society, was elected 
president of Association of Life Insur- 
ance Medical Directors at its 58th an- 


nual meeting last week, succeeding Dr. 





DR. HENRY E. UNGERLEIDER 


Edwin G. Dewis, medical director, Pru- 
dential. New vice president is Dr. Lauritz 
S. Ylvisaker, vice president and medical 
director, Fidelity Mutual. Dr. L. H. Lee, 
medical director, Pacific Mutual, is sec- 
ond vice president. Two new members of 
the association are Dr. J. G. Irving, 
medical director, Aetna Life; and Dr. 
E. S. Williams, medical director, Life 
Insurance Co. of Virginia. Dr. Earl C. 
3ennett, medical director, Metropolitan, 
was elected to represent the Association 
on Life Insurance Medica] Research 
Fund board. 

Dr. Ungerleider, a native of Phila- 
delphia, is a graduate of medical school 
of University of Pennsylvania, and joined 
Equitable Society in 1926, as Philadelphia 
office medical examiner. He was trans- 
ferred to home office in October, 1929, 
as administrator of diagnostic labora- 
tory. In 1931 he was made assistant med- 
ical director; in May, 1945, associate 
medical director. He has been head of 
its medical research department and has 
worked particularly in the field of cardio- 
vascular disease. At present he is a 
director of the New York and American 
Heart associations. He has contributed 
much to the literature in cardio-vascular 
research and is originator of standards 
for the determination of size of the 
heart. 





Dr. Rhoads On Cancer Cases 


If the best methods of therapy could 
be applied at the community level in 
all cases of cancer, the immediate in- 
crease in cures and the drop in the 
death rates would be spectacular, Dr. 
C. P. Rhoads, Memorial 
Cancer Center, said in an address be- 
fore the annual meeting of Association 
of Life Insurance Medical Directors last 
week in New York. Dr. Rhoades made 
this statement based on a paper by 


director of 


Dr. McDermott Discusses 
Antimicrobial Therapy 


The notion that antimicrobial drugs 
are becoming ineffective because of the 
breeding out of drug-resistant germs has 
been grossly overemphasized, Dr. Walsh 
McDermott, associate professor of medi- 
cine, Cornell University Medical College, 
said at the annual meeting, Association 
of Life Insurance Medical Directors in 
New York last week. “Whereas theo- 
retically any germ might become re- 
sistant to any drug,” he said, “in actual 
practice the phenomenon is a problem 
only in two. situations: one, certain 
rather rarely encountered staphylococcus 
infections with penicillin and two, any 
infection treated with streptomycin. 
Other than these two situations, with 
drugs now in general use, the problem 
of drug-resistant infection is not a prob- 
lem to the practicing physician. More- 
over, there is some reason to hope that 
even in these two situations, the use of 
a second drug along with streptomycin 
might appreciably prevent or postpone 
the breeding out of a drug resistent in- 
fection.” 

Dr. McDermott reported a series of 
cases of bacterial endocarditis caused by 
drug resistant streptococci (enterro- 
cocci). Patients with this type of infec- 
tion are only rarely cured by the admin- 
istration of even massive amounts of 
penicillin (50 million units a day). When 
much smaller quantities of penicillin (5 
million units a day) were administered 
along with ordinary size doses of 
streptomycin, excellent results were ob- 
tained in six out of eight patients with 
this most serious form of endocarditis. 





Dr. Alan DeForest Smith’s 


Comments on Low Back Pain 


It is believed that low back pain rarely 
is due to sacroiliac strain, Alan De- 
Forest Smith, M. D., professor Ortho- 
pedic Surgery at Columbia’s College of 
Physicans and Surgeons told the mem- 
bers of the Association of Life Insur- 
ance Medical Directors at the annual 
meeting in New York last week. Dr. 
Smith declared that the ligaments of 
the sacroiliac joints are among the 
strongest in the body. It rarely ever is 
possible to demonstrate any subluxation 
in these joints by x-ray, he said, and 
in cases where there is a recognizable 
derangement there often is no pain. 

“More recently, another phenomenon 
relating to that part of the spine known 
as the intervertebral disc has _ been 
described which constitutes one of the 
most important contributions to the sub- 
ject of low back pain that ever has 
been made,” he said. “That is that part 
of the disc may rupture permitting the 
soft central nucleus to be extruded or 
herniated. The disc is least well sup- 
ported by ligaments on each side and 
it is at this point that the herniation 
takes place in the great majority of 
instances.” 





Mary Macdonald, biometrician of the 
Center, and her sister, Eleanor Mac- 
donald, consultant. 

“Certain cancer sites are considered 
highly accessible and amenable to cure,” 
he said, “while others bring more acute 
and discouraging problems. The cure 
rate at the community level for ac- 
cessible sites is approximately 21.7% and 
at the specialized hospital level 27.0%. 

“Many patients are referred to the 
cancer hosiptal after therapy elsewhere 
has been tried without result. The early 
cases of cancer of the breast, for ex- 
ample, are cared for at the community 
level. And yet, the net cure rate at the 
community level is 25.0%; at the spe- 
cialized cancer hospital level, 31.5%. The 
difference in these rates means 2,670 
cures for this one site alone in one year 
in the United States.” 


Health Insurance Viewed 
By Dr. Paul R. Hawley 


The success of voluntary health in- 
surance must be measured both in terms 
of how much it has reduced the burden 
of the cost of medical care, and how 
much it has contributed to the preserva- 
tion and the extension of the system 
of medical care which has made Ameri- 
can medicine of the 20th Century the 
finest in the entire history of the art, 
Major General Paul R. Hawley, M.D., 
chief executive officer, Blue Cross and 
Blue Shield Commissions, said at the 
annual meeting of the Association of 
Life Insurance Medical Directors last 
week in New York. A misstatement that 
is made occasionaly and one that should 
be corrected, Dr. Hawley pointed out 
is that voluntary health insurance has 
not reduced, and cannot reduce, the cost 
of medical care. “Voluntary health in- 
surance has, however, gone a long way 
toward easing the burden of this cost,” 
he said, “even though it still has a long 
way to go before it can boast of a task 
fully accomplished. 

“The interests of the people and the 
interests of the institutions providing 
medical care for the people are closely 
bound together, even though there may 
be small conflicts of interest upon occa- 
sion. It is distinctly in the interest of 
the people that the agencies providing 
medical care be stimulated toward ex- 
pansion and improvement. For this 
reason, it is most important that volun- 
tary health insurance contribute to this 
end rather than to assume the exclusive 
position of a bargaining agent for the 
consumer of medical care in a battle 
to lower costs. This is not to sav that 
voluntary health insurance should pay 
one penny more for the medical care of 
its subscribers or policyholders than this 
care is worth; but neither is it to say 
that it should endeavor to obtain this 
care at a figure that will impair the 
usefulness of hospitals through adding 
to deficits.” 


Dr. W. S. Middleton On 


Rickettsial Diseases 

Rickettsial diseases are not exotic but 
are an ever-present threat to health in 
the United States, Dr. Wiliam S. Mid- 
dleton, dean and professor of medicine, 
University of Wisconsin Medical School, 
pointed out in his talk before the an- 
nual meeting, Association of Life In- 
surance Medical Directors, in New York 
last week. “With the conquest of bac- 
terial diseases viral and rickettsial dis- 
ease have come int» focus,” he said. 
“Historically, typhus fever has been the 
scourge of armies and of whole nations 
in generations nast. The control of epi- 
demic typhus fever in World War II 
is a tribute to preventive medicine. How- 
ever, in civilian medicine, many different 
forms of rickettsial disease must be con- 
sidered. 

“The rickettsial occupy a mid-position 
between viruses and bacteria. They have 
many properties in common but from the 
standpoint of their control there are 
two points of vulnerable attack. With 
the cause recognized practically all 
rickettsial diseases must pass one cycle 
of their life in an insect, that is louse, 
flea, tick or mite. An animal reservoir 
is common to all forms; hence it is pos- 
sible to attack diseases at the sources 
in insects or animals, and thus prevent 
the spread of rickettsial diseases. DDT 
was the most effective agent in prevent- 
ing the spread of epidemic typhus fever 
in Italy and in Central Europe during 
World War II. Vaccination was a 
further vital factor in raising the re- 
sistance of the troops against this dis- 
ease. 

“The modern treatment of rickettsial 
diseases by aureomycin and_ chlo- 
romycetin (new anti-biotic drugs) is 
highly successful.” 





Dr. C. C. Birchard Talk op 
Arterial Hypertensio, 


“The difficulties besetting solution af 
the arterial hypertension Problem 4 
the basis of cause will eventually be * 
counted to have been more difficult thy 
those of malignancy,” Dr. Cegij ( 
Birchard, chief medical officer, Sun [jj 
of Canada, said at the annual meeting 
Association of Life Insurance Metic 
Directors, last week in New York 
“That sodium (sodium chloride) plays ; 
part in maintenance of blood Pressure 
has been known for a long time,” he 
said. “Low sodium diets have been Used 
in the treatment of hypertension ging 
1905, in fashion for a while and then 
out. The association of low blood sodiun 
content, low blood pressure with destrm. 
tive lesions of the adrenals has bee 
known for a long time. And more rp. 
cently we have the Klempner rice die, 
which is salt restriction with low proteiy 
intake, and absence of fat, the energy: 
producing factor being rice starch, 

“In arterial hypertension,” Dr, Birch. 
ard continued, “it is my belief that ij 
is divisible into three five-year periods- 
the first, exhibiting only a_ more or 
less systolic hypertension; the secon 
five years, a higher systolic and begin. 
ning elevation of the diastolic, and the 
beginnings of the characteristic ele 
trodiographic changes of the full-blow 
disease; the third five years, enlarge 
heart, a still higher diastolic pressure 
the systolic perhaps a bit lower, the 
full-blown hypertensive _ electrocardio- 
gram, eye-ground changes and real dis- 
ability; and in the early fourth five-year 
period, cardiac, cerebral or renal death 
in that order of frequency. 





Opportunity in Service 
Records Seen by Dr. Pepper 


Army and Navy records and returning 
veterans offer medical science a wonder 
ful opportunity for medical research, 0. 
H. Perry Pepper, M.D., professor «i 
medicine at the University of Pennsy!- 
vania’s School of Medicine told the a- 
nual meeting of the Association of Lit 
Insurance Medical Directors in Nev 
York last week. ,: 

“After World War I,” Dr. Pepper satt, 
“plans were made to find out what ha- 
pens to returning veterans known 0 
have certain diseases or injuries whil 
in the service, but unfortunately, littk 
was accomplished. 

“The same chance is presented by 
World War II, and an_ even bette 
chance because the military records wert 
far better and the Veterans Administ 
tion’s medical department was in 4 fat 
healthier condition. Also, the number at 
patients during the war was greater an 
the number of those in veterans hosp 
tals, or with claims upon the Veterat 
Administration for pension, etc, Wé 
enormous, Also, the World War I! 
patients offered unique material fr 
study of the exotic disease acquired 
the campaigns in the Pacific Islands," 
Burma and elsewhere. 

“Obviously, this opportunity to stut} 
by careful follow-up a great variety" 
diseases and their results as well as ti 
end results of various therapeutic a 
surgical procedure should not again ‘ 
allowed to slip through our fingers. 


SOLD BY RICHFIELD OIL 
Richfield Oil Corporation ane 
that it has sold to New York Life 


investment $25,000,000 principal amouny 


of its 285% Sinking Fund Debentitt 
maturing October 1, 1974. The purcne 
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Two hundred and seventeen represen- 
tatives of Security Mutual Life, Bing- 
hamton, N. Y., produced three and one- 
quarter million dollars new insurance 
protection in an intensive 24-hour cam- 
paign in honor of their Superintendent 
of Agencies, Norman T. Carson. Agents 
had only a few days’ notice and they 
closed 580 cases during the campaign 
which was held in 45 cities and 13 states. 





Nola Patterson Allegation 
Nola Patterson, Atlanta agent 
editor, has filed with the National Labor 
Relations Board a charge that the Mu- 
tual Life’s advisory committee of field 
agents is “dominated by the company.” 


and 





HEADS TORRINGTON DISTRICT 

Hugh C. Scott has been appointed 
manager of the Metropolitan Life’s Tor- 
tington, Conn., district. The district or- 
ganization consists of three 
managers, nineteen agents, and a clerical 
staff of seven. 

Born in Tonawanda, N. Y., Mr. Scott 

joined the Metropolitan as an agent in 
the Tonawanda district in 1932. Four 
years later he became an assistant man- 
ager in Buffalo, and subsequently has 
held the positions of field training in- 
structor, field training supervisor, and 
territorial field supervisor in the com- 
pany’s Eastern territory. 
_ Mr. Scott has been active in the Buf- 
lalo Life Underwriters Association, and 
'S'a member of the American Legion, 
having served in the Marines in World 
War I, 


assistant 





WILLIAM B. LEE DIES 


William B. Lee, retired general agent 
of Union Central Life’s Dallas agency, 
died recently in that city. Mr. Lee was 
the father of Ingram Lee, who is the 
Present general agent of the company’s 
: allas agency. At the time of Mr. Lee’s 
etirement the Dallas agency was Union 





es fifth largest agency with re- 

pest to life insurance in force. Follow- 
8 his retirement, W. B. Lee was suc- 

ceeded by his son as general agent, 





Five home office members of Security Mutual Life listen while Norman T. 
Carson, superintendent of agencies, confers on a two-way loudspeaker conference 
telephone call with a number of the company’s agencies participating in a 24-hour 
campaign in his honor. They are left to right: Richard W. Sawtelle, Hugh A. 
Wedge, A. Paul Traub, Robert E. Richard, Robert T. Mable. 


Average size new policy sold was $5,600. 

As a feature during the all-night sell- 
ing campaign, a two-way loudspeaker 
conference telephone call originated from 
Binghamton. In this call Mr. 
contacted many of the company’s gen- 
eral agents to receive a preliminary re- 
port of business. 


Carson 









North American Reassurance Company 
J. Howard Oden, President 
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Study Diabetic Incidence Atlantic Life Manager 


The Philadelphia Metabolic Associa- 
tion, headed by Dr. Joyce T. Sheridan, 
associate medical director, Fidelity Mu- 
tual, recently inaugurated in Philadel- 
phia a study of diabetic incidence in 
which hospitals, schools and industries 
are cooperating. The program is spon- 
sored by American Diabetic Society. All 
officers and employes of Fidelity Mutuai 
submitted themselves for blood sugar 
tests in a detection unit headed by Dr. 
E. Q. St. John, clinical pathologist of the 
company. In recognition of his work 
Dr. St. John was a guest of honor at 
a dinner of the association’s board of 
governors preceding the forum. E. A. 
Roberts, Fidelity Mutual’s president, 
made a talk illustrating the importance 
of programs for early detection of dia- 
betes. 











































For Dependable Service—Up-to-Date Facilities 


All Life, Endowment and Annuity Plans 


You 
can't do 
better 
than 


Family Income to Age 65 — also regular 10, 15 and 
20-year F.I.B. 


Facilities for handling large cases 


Insurance on Selected Diabetics 


consult 


THE 


MANUFACTURERS 
LiFE COMPANY 


HEAD OFFICE e TORONTO, CANADA 


INSURANCE 


tember. Total insurance in force was 

> ‘ $1 425.855 ith dinary in force 
INSURANCE IN FORCE 1,143 MILLION DOLLARS $1,425,855,640, with Ordinary in force 
; : amounting to $1,197,525,261 and Group 

(Including Deferred Annuities) in force of $228,330,379. Increase in 


ASSETS 366 MILLION DOLLARS to 








Favorable Par and Non-Par rates 
Standard and Sub-Standard risks 


Pension Trusts — with Life Insurance or 100% 
Deferred Annuities 


Mortgage Redemption Plans — geared to F.H.A. 


Juvenile Insurance on all regular plans (full benefit 
at age 3) Death and Diability Benefit on parent 


Foreign Travel and Foreign Residence Coverage 


LOW TERM RATES on 1, 5, 10, 15-Year and 
5-Year Renewable and Convertible Term Plans 































JOSEPH L. DENNISON 


Joseph L. Dennison has been ap- 
pointed manager of the Atlantic Life’s 
Richmond agency, according to an an- 
nouncement by Robert V. Hatcher, 
president. A graduate of the Wharton 
School of Business of the University 
of Pennsylvania, Mr. Dennison served 
in the Army as a major in World War 
II. Since his association with Atlantic 
Life, he has consistently maintained high 
ranking among the company’s leading 
producers. 

In his new post, he will continue per- 
sonal sales and have charge of recruit- 
ing and training the agency force in 
the Richmond area. 


on 





Bankers Life Report 

New business issued and paid for in 
Bankers Life of Des Moines totaled 
$10,465,729 for September. Of this 
amount $9,873,229 was Ordinary insur- 
ance. 

For the first nine months of the year, 
new business totaled $108,711,175 of 
which $89,254,493 was Ordinary. The Or- 
dinary sales volume for the first three- 
quarters of the year compares closely 
with the $90,762,666 in new business 
written in the same period last year. 

A new record high for insurance in 
force was reached at the end of Sep- 





insurance in force for the year amounted 
almost $50 million total of which 
Ordinary represents nearly $0 million 
and Group about $10 million 























Page 16 


Our 50th Year 







(Roa 
5 





THE EASTERN 
UNDERWRITER 










Ee 
[Human Intere ty 








Our 50th Year 


October 21, 1949 








THE EASTERN 


UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., 
Office and place of business, 41 Maiden Lane, New York 7, N 


Corporation. 


a New York 
2 a 


Whitehall 3-1446 





CLARENCE AXMAN, President-Treasurer 


W. L. Haney, Vice President 


Guapys P. Reap, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 


Jenniz Suz DANIEL, Associate Editor 


JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
OLIVER J. JONES, Associate Editor 


A. V. Mitter, Editorial Secretary 





Business Division 


W. L. Haney, General Manager 


Guapys P. READ, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. 


$6 a year. Foreign countries $6.50 a year. 


Canadian subscriptions, 
Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 
of March 3, 1879. 


1907, at the post office of New York City under the act 





THE LATE SARA FRANCES JONES 

The career of Sara 
who died in Chicago last week and who 
on two occasions wrote a million dollars 
a year, affords many 
ance agents. Starting as a stenographer 
at the home office of the Equitable Life 
Assurance Society when she was a girl 


Frances Jones, 


lessons for insur- 


in her teens, she moved to Chicago 
where she entered life insurance pro- 
duction. During her half century with 


the Equitable she kept in close touch 
with beneficiaries, their number running 
into the hundreds. No person could be 
more grateful or feel under a deeper 
sense of appreciation than those to 
whom insurance proceeds are paid, and, 
in the case of annuitants, those who 
are regularly receiving checks from in- 
surance companies. This feeling is all 
the more accentuated when it is realized 
that determined salesmanship often sold 
the policy in the first place. Many per- 
bought life insurance from Miss 
Jones when those clients were young, 
and often it was no easy task as young 
people too frequently want to invest 
their income or savings in some other 
way. A life looms before them: 
many are too optimistic, carefree and 
pleasure-loving to think sincerely about 
their economic futures; and they would 
rather spend their money on immediate 
tangibles. 


sons 


long 


In visualization of the future and 
dramatizing life’s uncertainties with its 
economic tragedies Miss Jones possessed 
an uncanny flair. Her career was marked 
by the sale of many annuities. During 
visits to Carmel, California, where many 
people live after retirement age, Miss 
Jones was a decidedly popular and 
welcome guest as there were a number 
of residents there who were insured by 
her many years before. In fact, there 
is no more pleasant environ in which an 
agent can find himself than when with 
people for whom the agent has done 
the greatest of all economic favors— 
has made that person an owner or other 
beneficiary of insurance. Miss Jones had 
made their declining years largely free 
from financial worries. It was fortunate 
for her that she early had grasped in- 
surance fundamentals—fortunate for her 


clients, too. 
But the principal lesson which in- 
surance agents can learn from the 


career of Sara Frances Jones is to stick 


to clients after they find them and to 
keep right on preaching the gospel of 
life insurance to the next generation. 





DOWNTOWN N. Y. INSURANCE 

DISTRICT TO SPREAD NORTH 

The first new skyscraper to be 
erected in or on the edge of the in- 
surance district of downtown New York 
in some years will go up at William 
and Ann Streets. It will be known as 
161 William. Its location is a_ block 
nearer the Brooklyn Bridge than the two 
last large buildings to go up on William 
and which have an entire insurance oc- 
cupancy. They are the buildings of Royal- 
Liverpool, 150 William Street, and Aetna 
Affiliated Companies, directly across 
William Street from Royal-Liverpool, 
and were built about two decades ago. 

President of the 161 William Street 
Corporation is Samuel Friedenberg who 
owns or controls a number of buildings 
in the insurance district. Sylvan Bien, 
who will be architect, says new project 
will cost about $2,600,000. 

For almost a century, and up to 1880, 
this part of the downtown district was a 
beautiful residential district with homes 
in the Colonial style. The father of 
Washington Irving, famous novelist who 
also wrote Knickerbocker’s History of 
New York, spent his boyhood in a home 
on what will be the site of the new 
insurance building. The original grant 
involving this property was made by 
Governor Kieft in 1642 to Covert 
Loockermans and Cornelis Leendert- 
sen. What is now known as Ann Street 


then formed the borderline between 
farms of these two men. 
That the insurance district would 


eventually spread towards the Brooklyn 
Bridge has long been believed, but con- 
struction, real estate and labor factors 
prevented this during recent years. The 
insurance industry has grown so large 
that new rental space in the district 
has been difficult to get. 





Glenn W. Issrig, manager. Reliance 
Life in Cincinnati, addressed Pittsburgh 
Life Underwriters Association on Thurs- 
day of this week. He has frequently 
written as many as 200 lives a year. 

xk * * 


George S. Lamsback, with the North 
America companies for the past 18 years, 
has joined the Swan-Rowley Co., Inc., 
Jamestown, N. Y., in an official capacity. 








THOMAS J. WATSON, JR. 


Thomas J. Watson, Jr., vice president 
and director, International Business Ma- 
chines Corp., has been elected executive 
vice president of the corporation. He is 
a trustee of Mutual Life of New York, 
and is one of America’s great experts 
on salesmanship. His father, Thomas J. 
Watson, is now chairman of the board. 
President of the corporation is John G. 
Phillips, former executive vice president. 

x em 

John A. Mayer, president, Reliance 
Life of Pittsburgh, has been elected a 
director of the Hospital Service Associa- 
tion of Pittsburgh. It is the first civic 
assignment he has accepted since moving 
to Pittsburgh last June to head the Re- 
liance organization. 

x Ok Ox 

Hubert I. Siddall, associated with New 
York Life in Orlando, Florida, was re- 
cently elected secretary of the Orlando 
Junior Chamber of Commerce. 


xk ok x 
Mrs. Margaret Walker, New York 
Life, Corbin, Ky., was cited recently by 


the Corbin Business and Professional 
Women’s Club for her achievements in 
life underwriting. A member of the 1949 
Star Club of New York Life, she has 
qualified for the Women’s Quarter - 
Million Dollar Round Table. 

a a 

Sanford W. Sobel, son of Philip A. 

Sobel, president of the Newark, N. J., 
agency bearing his name, has just become 
associated with his father. Sanford Sobel 
served in the infantry in World War 
II for three years, was graduated from 
Georgia Tech with an engineering de- 
gree and has completed the Aetna Cas- 
ualty & Surety sales course. He is now 
enrolled at Rutgers University taking 
the CPCU course. 

* + 

John F. Waters will become associated 

with Marien A. Waters insurance agen- 
cy at Dallas, Tex., as manager of the 
firm’s real estate department which 
handles sales and rentals and features 
property management. 

ee ck 


Vernon Coe, vice president of Traders 
& General Insurance Co. of Dallas, Tex., 
in charge of claims and litigation, has 
resigned to enter general practice of 
law. 

x * x 

Frank E. Simpson, Sacramento general 
agent for Pacific Mutual Life, has been 
named by the Sacramento Chamber of 
Commerce as a member of the public 
health committee. Mr. Simpson is al- 
ready prominently active in many civic 
projects in the California state capital. 


EDWARD KING 


Edward King, president of Hooper. 


Holmes Bureau, Inc., observed his 25th 
anniversary with that organization on 


October 13. In his honor a luncheon was 
given at the Drug & Chemical Club, Ney 
York, attended by 25 of his associates 
and friends. His brother, J. Charles 
King, executive vice president of the 
bureau, was the master of ceremonies. 
Robert M. Ayres, vice president, pre- 
sented Mr. King with a grandmother’ 
clock (not to be confused with a grand: 
father’s clock) as an anniversary gift 
Educated at Notre Dame University, Mr. 
King joined the bureau as an inspector 
in 1924 and before becoming vice presi 
dent in 1940, he served ablv in a variety 
of executive capacities. He is on the 
board of directors of the Insurance So- 
ceitv of New York and a governor of 
the Drug & Chemical Club. 


* * * 


Eric E. Bohm. chief accountant in 
the A. & H. division at Lovalty Group's 
home office, demonstrated his skill asa 
duplicate bridge tournament player re- 
cently when, in the Canadian-American 
team-of-four chamnionship match held 
in Niagara Falls, N. Y., Mr. Bohm’ 
team was the winner. This victory te- 
ceived the commendation of W. Howard 
Woolworth, bridge editor of the Buffalo 
Courier-Express, who devoted his entire 
column to the match. 

* * x 


D.C. Carlisle, treasurer of the Goodyear 
Tire and Rubber Co. of Canada, Ltd. 
is 92 new director of the National Life 
of Toronto. Born in Akron. O.. he be: 
came a resident of Toronto in 1910, was 
graduated from University of Toronto 
and later served that university as Set- 
ator. 

x ok Ok 

Philip J. Weber. general manager of 
Edgewater Beach Hotel, has been giver 
the rank of Kentucky Colonel. Honor 
was bestowed on him at American Life 
Convention recently when the Kentucky 
delegation gave him a certificate from 
Governor Clements. Delegation Ww 
composed of E. H. Speckman, president 
Kentucky Central Life & Accident: 
B. N. Woodson, executive vice presidett 
Commonwealth Life; James E. and 
Dunne, Insurance Index. 

Kk ok Ox 

Raymond N. Ball, president of the 
Lincoln - Rochester Trust Co., Rochestt’ 
N. Y., has been elected to the Equitable 
Life Assurance Society’s board of direc: 
tors. Mr. Ball is a former president % 
the New York State Bankers Associ: 
ation. 
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Some Alfred M. Best Memoirs 

Alfred M. Best, president, Alfred M. 
Best Co., publishers of annual reports of 
insurance companies and other volumes, 
as well as of several magazines, founded 
his organization 50 years ago. He has long 
been an authority on insurance, often hav- 
ing been called as an expert on the subject 
in court cases. I asked him the other day 
if he would not tell the circumstances as 
to how he started in the business of pub- 
lishing insurance statistics and other facts, 
and here’s the story as he gives it to me: 

I was just 21 years old when I first 
set up shop, with two older men as part- 
ners. At the end of a year one of these 
men got “cold feet” and pulled out. The 
other failed to pay his share of the mod- 
est capital because he thought the busi- 
ness was not going as well as he had 
expected. Thereupon, I told him we 
would never get on together and we 
separated. In December, 1899, at the 
age of 23, I started off with my present 
company and $500 of working capital. [ 
had a litthe 10 by 12 room which I had 
on a sub-lease, and paid $4 a week for 
the privilege of dictating a few letters 
to the stenographer of the chap from 
whom I rented the office. That was the 
whole outfit, and my output was one 
volume of reports on fire, marine, casu- 
alty and surety companies, running to 
300 pages and selling for $5. 

“I got the initial income necessary to 
operate at all by making a deal to fur- 
nish several thousand sets of printed 
sheets of my book to a newly formed 
reporting agency whose promoters 
wanted to compete with Dun & Brad- 
street and were glad to have a special 
leature that others did not give their 
subscribers. I also got an order from 
the Home Insurance Co. for 2,000 copies, 
which it sent to 1,500 agents and 500 
large business concerns. 

From then on it was just a matter of 
plugging hard and gradually expanding. 
I was soon moving to a larver office of 
my own and taking on a few people, and 
bit by bit the insurance companies came 
to realize that what I was doing was 
good for the business. It then became 
easier to get their statements from them. 
One big help was the fact that in those 
days I had no competition. 

I got the idea for starting such a busi- 
ness because I felt that there should be 
some place where any one interested 
could get reliable information about the 
financial condition, operations and gen- 
eral methods of insurance companies, 
and the orders just referred to indicated 
to me that my “hunch” had been right. 
For those two sales I fixed a price which 
Was just enough to pay the production 
“ and give me a little over, and then 

began trying to work up individual 
Sales, 

a the first of the two years of the 
three-way partnership I made a trip out 

est, as soon as we had a book, to see 























if I could sell it. There was a rate war 
on among the railroads and I bought a 
ticket to Minneapolis for $28, with about 


the last cash there was in the till, and 
when I got there I was able to get a 
rebate of $13, which was my entire sup- 
ply of cash. I found a nice furnished 
room, which I rented for $6 a week, 
including breakfasts and dinners. 1 
knew it was a choice of selling subscrip- 
tions or walking home, so I sold in a 
month in St. Paul, Minneapolis and 
Duluth about $800 of subscriptions, and 
that is what really started me off in a 
going business. 

Late in 1905 when officers of a life 
insurance company began washing some 
dirty linen in public I realized that there 
was going to be an inquiry into the life 
insurance business and that it might be 
a good chance for me to get out a book 
of life insurance reports. This I did in 
1906. Digging out all of the historical 
information from reports of State In- 
surance Departments kept a crew busy 
for many months. The idea, however, 
proved to be sound and there was soon 
a real demand for these life reports. 

Another thing that happened in the 
eventful year of 1906 was my first work- 
ing out alphabetical ratings for insurance 
companies. At the time the country was 
being flooded with light-weight and in 
most cases entirely irresponsible fire in- 
surance outfits, so called “stock compa- 
nies,’ organized in states that had little 
or no supervision over them, or were 
non-admitted companies from _ other 
countries. Some masqueraded in title 
by giving the impression that they were 
part of a Lloyd’s organization. 

Under the New York laws a broker 
could pay a fairly substantial fee and 
get a special license to place business 
with non-admitted carriers, and quite a 
lot of them took out these licenses. The 
New York Insurance Superintendent 
came to me and said that the Depart- 
ment knew nothing whatever about these 
“surplus line” outfits, and, since we had 
investigated them, the Department would 
appreciate it if I would give it a list 
of all we knew of, with our confidential 
opinion of their responsibility, indicated 
by the numbers 1, 2, 3, 4 and 5. I did 
this, and then, instead of keeping the 
information confidential, the Department 
notified all the brokers having these spe- 
cial licenses that if it was found the 
next time the Department’s examiners 
looked at their books that they had sold 
any policies in companies or associations 
which I had rated lower than second 
grade the Department would take up 
the license. This, of course, created a 
great uproar, but from then on the 
ratings proved so popular that I soon 
got out a separate book—first with rat- 
ings of only “surplus line” fire compa- 
nies; then, after a while, including all 
stock fire companies; a little later in- 
cluding mutual fire companies, and, 
finally, including stock and mutual casu- 
alty companies, as well as all Lloyds 
and reciprocal exchanges. Thus, our 
present “Insurance Guide, With Key 


Ratings” was born and was gradually 
developed over a period of 43 years. 

The year 1906 proved to be an impor- 
tant year for me in another respect 
also. You will recall that it was in April 
18-21, 1906, that the San Francisco con- 
flagration occurred, and I had a big 
task in following up the effects on all 
the fire insurance companies involved 
there. Between that job and the new 
life book I had to run a day and night 
office force, and I worked every day 
and night with them, from 9 o’clock in 
the morning until 11 o’clock at night. 
Fortunately, I was able to do a good job 
of reporting the amount of the San 
Francisco losses of the various compa- 
nies and how they settled the claims, 
and the report which I issued as a 
result of all this work really gave my 
business its first big push. 

From then on it was just a logical 
growth. Thus, in 1914 the casualty busi- 
ness had grown to a point where I de- 
cided we needed a separate book for 
that class of companies and a separate 
monthly paper. From time to time, as 
some need arose, we added other pub- 
lications. 

Twelve years ago we were offered the 
opportunity of buying “Safety Engineer- 
ing,” the pioneer safety magazine, which 
had been published for 36 years. We 
decided to take the paper over, because 
I was very familiar with the work done 
by the fire and casualty companies in 
connection with fire and accident pre- 
vention and I felt it belonged in our 
field of operation. Since then we have 
published also a directory of all types 
of safety appliances; this is a biennial 
publication. 

Today we put out 14 annuals, four 
monthlies and three weekly bulletins. 

x * * 


Braniff Back From Europe 
Thomas E. Braniff, formerly a well 
known insurance general agent in Okla- 
homa, and now president of the Braniff 
Airlines, was a New York visitor last 
Friday. He has recently returned from 
a trip to Europe which he took with 
Mrs. Braniff and during which he vis- 
ited all European countries. While in 
England he visited Frederick Richardson, 
former United States manager, and later, 

chairman, General Accident of Perth. 

* * * 


Bernays Article Draws Attention 

The article which Edward L. Bernays, 
famous American public relations man, 
wrote in the Leader Magazine of Lon- 
don in the interest of a better Anglo- 
American understanding attracted wide 
attention in England and the hearty ap- 
proval of Lord Halifax, former ambassa- 
dor at Washington; F. O. Darvall, di- 
rector general of the English-Speaking 
Union; Sir Will Lawther, president, Na- 
tional Union of Mineworkers and others. 
Suggestion of Bernays is that as a first 
line of defense of democracy Britain 
and the United States form a joint com- 
mittee on Furthering Common Under- 
standing of joint problems confronting 
them. 

“We have a joint military staff dis- 


cussing and preparing problems of de- 
fending democracy’s physical boun- 
daries,” he wrote in The Leader. “But 


we know that military preparations are 
useless unless they are backed by the 
people of the democracies. A common 
morale based upon a common under- 
standing is vital to our survival. The 
people must have the facts on the situa- 
tion if we are to be really strong.” 
<4 -3 


Series D Treasury Notes 


One of the banks has sent to its staff 
and clerical force this letter about Series 
D Treasury notes: 

Dear Mr. ——— 

Attached is a circular setting forth 
the details of the United States Treas- 
ury Savings Notes Series “D.” Because 
of the recent change in short term gov- 
ernment bond and certificate rates these 
Savings Notes have become increasingly 
popular with corporate investors. It i 
important to note that these Savings 
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Notes may be purchased by corporations 
for investment purposes and need not 
necessarily be used for taxes. 

The only unattractive features of the 
notes are that they must be held for 
four calendar months before they may 
be redeemed (except that they may be 
used during and after the second cal- 
endar month for payment of taxes) and 
that they must be signed by the cor- 
poration’s officers when they are re- 
deemed. Any notes issued at any time 
during the month are dated and draw 
interest from the first of the month. 

A comparison of the yield offered by 
marketable issues and Series “D” Notes 
is as follows: 


Market- Approxi- Series Approxi- 
able mate “—- mate 
Issue Yield Notes Yield 
90 days 1% 90 days 96% 
1 year 1.05% 1 year 1.08% 
2 years 1.15% 2 years 1.28% 
3 years 1.20% 3 years 1.40% 

We suggest these “D” Notes as an 


investment for new money or as a 
possible switch from some of your pres- 
ent holdings of bills and certificates, and 
bonds with maturities up to three years. 

We would appreciate your buying at 
least a part of these notes through us 
as your purchase price is credited to the 
government’s War Loan Account and 
becomes a deposit with us. 

* * * 


Eastern Air Lines’ Annual Premiums 
Are $2,600,000 

Eastern Air Lines spent a total of 
$2,600,000 on insurance premiums during 
1948. This is equivalent to the airline’s 
revenues from air freight and air express 
combined, according to figures released 
by Captain Eddie Rickenbacker, presi- 
dent and general manager, in a recent 
talk before the American Life Conven- 
tion Financial Section in Chicago. 

“As an airline executive,” he said, “I 
can assure you that insurance of all 
kinds is a subject in which I have a 
very extensive as well as very expensive 
interest. 

“Due to Eastern’s wide geographical 
dispersion, our range of operation, as 
well as our desire to protect public in- 
terest, makes it necessary for us to 
carry many forms of insurance. This in- 
cludes the coverage of the company’s 
liability for damage to persons or prop- 
erty from a new-type Constellation filled 
with passengers to a branch office win- 
dowpane. 

“The types of policies we carry are 
broken down into seven major clas- 
sifications : 

1. Insurance for passenger liability; 
2. Insurance for public liability and 

property damage from aircraft; 
3. Aircraft hull insurance; 


(Continued on Page 26) 
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Fire Association Group 
Merger Plans Announced 


GIVE STOCK EXCHANGE RATES 





Stockholders of All Companies to Re- 
ceive 20.77% Stock Dividend; 
Increase in Cash Dividends 





Complete details in connection with 
the proposed merger of the four com- 
panies comprising the Fire Association 
Group together with further comments 
by President Frank H. Thomas have 
now been submitted in booklet form to 
stockholders. 

3ecause of the several interests in- 
volved, the directors preferred that the 
fair values of exchange be carefully 
determined by wholly impartial experts, 
and for this purpose the services of 
Alfred M. Best Co., nationally known in- 
surance analysts, were employed. 

The conclusions reported by Alfred M. 
Best Co., which conform with manage- 
ment’s independent analysis, are re- 
printed in full in the booklet and state 
that “the amount of Fire Association of 
Philadelphia stock (both before and after 
20.77% bonus) which, in our opinion, 
constitutes a just and equitable exchange 
for a share of any one of the affiliated 
companies is as follows: 

Actual Exchange 


Fair Exchange Rate After 


Company Rate Bonus 
Lumbermen’s 1.22436 1.479 
Philadelphia National .29243 353 
Reliance .40278 -486 


“All of our calculations are based upon 
statements of the four companies as of 
June 30, 1949, as audited by the Penn- 
sylvania Insurance Department.” 


Stock Dividend Part of Merger 


It was originally proposed that upon 
completion of the merger a 20% stock 
dividend be declared to stockholders of 
Fire Association. However, in order to 
simplify procedure and also to balance 
the issued capital to an even $3,400,000, 
the directors authorized a stock dividend 
of 20.77% to stockholders of all the 
companies as an incident to, rather than 
after, the merger. 

President Thomas’ letter states in 
part that it is “management’s present 
intent, predicated upon the earnings of 
the company and general conditions pre- 
vailing, to place Fire Association stock 
on a 65 cents quarterly dividend basis 
beginning in 1950. Estimates indicate 
that the contemplated yearly dividend 
rate of $2.60 per share will be supported 
by projected investment income for 1950 
of $3.95 per share. 

“Consummation of these steps would 
have the following results: compared 
with present dividend return, income 
to stockholders on the final holdings 
resulting therefrom will be increased by 
25.5% in the case of Fire Association, 
26.9% for Reliance, 31.4% for Phila- 
delphia National, and 9.6% for Lumber- 
men’s. 

“In addition to these benefits the 
three smaller affiliates will have avoided 
a competitive disadvantage which their 


Sprague Presents N. Y. 
Board of Trade Views 


ADDRESSES WALDORF BANQUET 


Home Vice President Says Board is 
Alert to All Vital Problems Affect- 
ing the American Way 





The big ballroom of Waldorf-Astoria 
was crowded with business, finance and 
insurance leaders when the New York 
Board of Trade held its annual dinner 
Tuesday night, theme being “Business 
Speaks.” The board honored former 
President Herbert Hoover and General 
George C. Marshall “for notable service 
in the preservation of our heritage of 
America.” 

Floyd W. Jefferson, chairman, Board 
of Trade, introduced Mr. Hoover, who 
made a semi-humorous talk listing prob- 
lems facing business but purposely not 
giving his ideas of how they all can 
be solved. Gen. Hoyt S. Vandenberg, 
Air Force Chief of Staff, introduced 
General Marshall. President Mortimer 
E. Sprague of the board, who is also 
a vice president of the Home Insurance 
Co., made the award presentations. Paul 
G. Hoffman, Economic Cooperation Ad- 
ministrator, was one of the speakers. 

Among those on dais were Harold V. 
Smith, president, Home Insurance Co.; 
Leroy A. Lincoln, president, Metropoli- 
tan Life; Alfred M. Best and Arthur 
Snyder of the Alfred M. Best Co., and 
W. E. McKell, president, New York 
Casualty. Messrs. Snyder and McKell 
are former presidents of New York 
Board of Trade. 


Guests From Insurance 


Some companies, agencies and broker- 
age offices present were these: ] 

Home Insurance Co., Commercial Union, 
Aetna C. & S., America Fore, Travelers, Mary- 
land Casualty, Alfred M. Best Co., Insurance 
Co. of N. A., Great American, Fireman’s Fund 
Companies, Continental Casualty, Preferred Ac- 
cident, National Surety, Massachusetts B. & L, 
John A. Eckert & Co., Davis, Dorland & Co., 
Atlantic Mutual, Manhattan Life, U. S. Casu- 
alty, New York Casualty, Despard & Co., Ap- 
pleton & Cox, Chubb & Son, W. L. Perrin & 
Son, Insurance Federation, Employers Reinsur- 
ance Corp., John C. Weghorn Agency, Inc., 
Frank B. Hall & Co., Equitable Life Assurance 
Society. ; - t 

“Your board has not hesitated,” said 
Mr. Sprague “to speak out as clearly as 
possible on the many issues which have 
arisen in our Federal, state and munici- 
pal governments where American busi- 
ness is involved. For example, we spoke 
clearly to the members of Congress ask- 
ing for a labor law which would be in 
the public interest. The board’s petition 
to Congress, because of its clarity and 
its obvious justice to all concerned, must 





present capital structure would ulti- 
mately have imposed and their stock- 
holders will share in the benefits of the 
strengthened continuing parent company. 
The capital and surplus of Fire Associa- 
tion by merger will be expanded in the 
amount of approximately $4,500,000. Also 
there should ultimately accrue moderate 
but definite benefits resulting from 
efficiency in operation.” 


have struck a responsive cord as the re- 
plies received from many members of 
Congress indicated to us several weeks 
before the bill was considered that there 
would be strong opposition to hasty ef- 
forts to return to a one-sided labor law 
as was the Wagner Act. 


Labor Recommendations 


“Your board set forth nineteen specific 
recommendations on matters which we 
believed should be included in a na- 
tional labor law and a national labor 
policy. It is earnestly to be hoped that 
any future labor legislation in this 
country will be based upon equity and 
justice to both employer and employe 
and shall include adequate consideration 
of the rights of the public,’ Mr. Sprague 
stressed. 

“We have taken great pleasure in 
petitioning Congress to put into effect 
the recommendations of the Hoover 
Commission. No one will ever know the 
extent of the task, the devotion, skill and 
foresight which have gone into the fin- 
ished efforts of Mr. Hoover and his as- 
sociates, * * * 

“American businessmen have no de- 
sire to follow any other country of the 
world in the trend toward socialism. We 
believe that the vesting of such extraor- 
dinary power in the Federal Govern- 
ment will retard and inevitably revolu- 
tionize the economy of the United States 
which has met the critical test of two 
World Wars and it will change the rela- 
tionship of our Government to a form 
detrimental to America. We want no 
‘Paternalistic State’ nor does America 
want any ‘Welfare Government’. 


Fingerprinting of Pier Guards 


“We favored, as members of the Board 
of Trade, enactment by the New York 
state legislature of the bill to require 
fingerprinting of pier guards and watch- 
men and it was our pleasure to work 
closely with Assemblywoman Maude Ten 
Eyck,” Mr. Sprague said. 

“With our exports and imports run- 
ning into billions of dollars, 50% of 
which moved through the Port of New 
York, we could not reconcile the fact 
that sate legislation did not require the 
same amount of precaution for watchmen 
and guards as for other lines of business. 
Fingerprinting shows an established rec- 
ord of the life of any person. Most cer- 
tainly those entrusted with the respon- 
sibility for the protection of these bil- 
lions of dollars of exports and imports 
should have an established record of 
honesty and integrity. 

“You exporters and importers and you 
insurance men, underwriting the losses, 
know of the staggering sums from pil- 
ferage. We in the board regarded it as 
a privilege to cooperate with the Se- 
curity Bureau, Inc., organized for the 
suppression of theft and pilferage in the 
Port of New York, in the enactment of 
this necessary legislation. * * * 

“We, who believe devoutly in the 
American way, are opposed even to our 
own government establishing prices, 
quotas, embargoes, or other artificial 
trade barriers. We, therefore, could not 
conceive of surrendering such rights to 
other sovereign nations of the world. 


Board Stand on Taxes 

“Your board joined with the Port of 
New York Authority and others in an 
effort to eliminate the discrimination 
against the Port of New York in ex- 
lakes rates on export grain. 

“We favored the elimination of the 
excise taxes on transportation and other 


FIRE LOSSES DROP SLIGHTLY 





September Losses of $49,678,000 for Y 5 
Show Decline of One-Half Per Cent i 
From Same Month of 194g 


Property estimated at $49,678,000 burnej 
in the United States during September 
according to W. E. Mallalieu, general 
manager of the National Board of Fire 
Underwriters. September’s fire loss Was 
a decrease of %% from losses of $49. 
945,000 reported in September, 1948, Sep. 
tember’s loss was .9% under losses of 
$50,150,000 recorded during the previoys 
month of August, 1949, 

Destruction by fires for the first nine 
months of 1949 now stands at $498,227 (g) 
Mr. Mallalieu reported. This is Mie 
cline of 7.2% from losses of $536,923, 
during the first nine months of 1948 

Fire losses for the 12 months ending 
September 30 total $672,418,000, which 
represents a decrease of 5.5% from 
losses of $711,576,000 for the 12 months 
period ending September 30, 1948. This 
latter figure, however, was the highest 
12 months mark ever recorded by the 
National Board of Fire Underwriters, 





Broomall Asst. Counsel 
Of Fire Association 


Appointment of Thomas H. Broomall 
as assistant counsel of the Fire Associa- 
tion is announced by Frank H. Thomas, 
president. Mr. Broomall, a graduate of 
Swarthmore and the law school of the 
University of Pennsylvania, has been 
associated with the legal department of 
Fire Association since joining the com- 
pany in 1945, 





Quarter-Century Club of 
AFIA Has Annual Meeting 


The Afia Legion, quarter-century club 
of the American Foreign Insurance As- 
sociation, recently held its fourth annual 
meeting and dinner at the Carlyle in 
New York City. Following the meeting 
members attended a performance of “As 
the Girls Go.” 

One charter member was missed be- 
cause of absence from the United States. 
General Manager U. E. Guerrini was on 
the continent visiting the branch offices 
of the association. Assistant General 
Manager L. C. Irvine was guest of 
honor, and N. Ottens, field manager, 
was also in attendance. Five new mem- 
bers who had completed 25 years of 
service with the AFIA during the past 
year were added to the membership. 

Officers elected for the current year 
are George Morvan, president; George 
Norgard, vice president; Elsie Treen, 
secretary; Eric Arpert, treasurer. 





commodities which were arbitrarily in- 
creased for war purposes. 

“We have opposed, and will continue 
to oppose, the gross receipts tax, as 
gross receipts of a business do not repre- 
sent any possible measure of the ability 
of a taxpayer to pay. 

“Most of you members know of the 
commendable work performed by the 
board in opposing the sales tax on con- 
tainers. You also know that the board 
continues to oppose the construction of 
the St. Lawrence Seaway and Power 
Project. 

“We join with judges of our high state 
— in favoring a court reorganization 

ill. 
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i, 
Home’s Dining Room for 

Head Office Employes 
IATEST TYPE OF EQUIPMENT 
rectors and Officers Host to Con- 


struction Workmen at Preview 
Buffet Luncheon 





Di 





A completely air-conditioned dining 
room for employes of the Home at the 
main office was opened Tuesday with a 
preview buffet luncheon at which officers 
and directors of the company played 
host to the various workers who had 
participated in construction of the restau- 
rant. In a large, artistically illustrated 
prochure describing the new dining room, 
illustrated with cuts of that room, the 
pine-panelled lounge, kitchen, service 
area and other features, names were 
printed of the representatives of the 
organizations which participated in con- 
structing the dining room, the. names 
appearing under this caption: “Where 
Thanks Are Due. The Home Insurance 
Company expresses grateful apprecia- 
tion to the following organizations and 
their employes who participated in con- 
structing the dining room.” There were 
30 of these organizations. 


2,600 Main Office Employes 


The dining room, covering approxi- 
mately 13,000 square feet of floor space 
on the 7th floor at 59 Maiden Lane, will 
be used by the Home’s 2,600 main office 
employes. With staggered lunch periods, 
the dining room accommodates 480 diners 
at one time so that all of the employes 
can be served between the daily operat- 
ing hours of 11 o’clock to 2 o’clock. 

The dining room will be managed and 
operated by The Knott Corporation, 
which has a wide experience in operat- 
ing hotels and restaurants. 

The dining room lounge with its panel- 
ing of pine sets the keynote of “early 
American” decor which dominates all but 
the kitchen and service areas. It was 
designed by T. H. Englehardt, a lead- 
ing New York architect. Brass and pew- 
ter fixtures keep this period authentic. 
Ceilings are of mineral tile, sound- 
absorbent and echo-deadening. Floors 
are of marbleized linoleum—dark green 
in the seating section, and white in the 
walking areas. Wherever wood is used 
itis flame resistant. Behind the serving 
counters, where everything is shiny stain- 
less steel, a wall of turquoise tile pro- 
vides an attractive background. The 
kitchen area includes a butcher shop and 
bakery. Walls there are tiled in white; 
floors are of waterproof construction. 
There are huge walk-in refrigerators, 
stainless steel inside and out, a week’s 
supply of meat, fruits and vegetables. 
Frozen foods are stored in a separate 
Ireezer of 35 cubic feet capacity. 

Throughout the entire service area, 
all mechanical and food handling equip- 
ment is of the most modern approved 
design. An innovation is the electrically- 
refrigerated steel “cold table’ on which 
salads and fruit desserts retain their 
freshness. 

At the preview buffet luncheon Presi- 
dent Harold V. Smith said: “It has been 
our desire to create not only facilities 
or serving excellent luncheons, but also 
an atmosphere of charm and comfort 
in which to enjoy them. The food will 
€ purchased at wholesale and offered 
to employes at the wholesale cost to 
the company.” 





WATERBURY RATES LOWERED 


Better Fire Protection Recognized; 
New Tariff First Issued in Sim- 
plified Form Says Hermes 





Fire insurance rates have been re- 
duced in Waterbury, Conn., for manu- 
acturing and mercantile risks. A new 
tariff of the New England Fire Insur- 
ance Rating Association recognizes the 
city as deserving of transfer from Class 
to Class 3 due to improved fire pro- 
tection. 

The new Waterbury tariff is the first 
to be issued by the rating association in 
its new simplified form. Describing the 
new form, which will be used in all 











uture promulgations, Executive Manager 


Leaving Keys in Car May 
Be Unlawful in New York 


Automobile fire underwriters are pleased 
with action of the New York City 
Council on Tuesday in adopting a 
measure which would make it unlawful 
to leave a motor vehicle unattended more 
than three minutes in city streets with- 
out locking its ignition and removing the 
key. As a step toward cutting auto 
thefts and curbing crime and juvenile 
delinquency automobile insurance loss 
men have for some time been advocating 
such action, which has already been 
taken in many other cities of the coun- 
try. . 

The proposed law, which is to go to 
the Board of Estimate for approval, 
would take effect 30 days after enact- 
ment for private cars and on next Janu- 
ary 1 for commercial vehicles. A viola- 
tion would result in a fine of not more 
than $5 or imprisonment for not more 
than two days, or both. 

The measure specifies that the police 
may remove the ignition key from any 
vehicle violating the law and take the 
key to the nearest station house for 
reclaiming by the owner. 

The bill as adopted by the Council 
provides that “It shall be unlawful for 
any persons driving or in charge of a 
motor vehicle to permit it to stand 
unattended for more than three minutes 
on the streets or thoroughfares of the 
city without first stopping the engine, 
locking the ignition and removing the 
key.” 





Railroad Fire Losses at 
New Peak During 1948 


Railroads in this country and Canada 
suffered the highest fire losses in their 
history in 1948 according to Charles 
Needham of Washington, chairman of 
the fire protection and insurance section 
of the Association of American Rail- 
roads. Reporting at a meeting this week 
in Atlantic City he said 6,035 fires were 
recorded last year on American and 
Canadian railroads, causing damage of 
$11,033,158. 

He told the annual meeting of his 
section that few fires were incendiary. 
Most resulted from “occupational haz- 
ards and materials and chemicals reac- 
tion,” he said. 

Principal reason for the high losses, 
he explained, was the high cost of the 
commodities shipped and the fact that 
railroads brought their valuations in line 
with present conditions. Mr. Needham 
reported that railroads were taking ad- 
ditional precautions against trespassers 
who unwittingly start many of the fires. 

“Hoboes are responsible for many fires 
in empty freight cars,” he said. 


E. L. HALL DIES 
E. L. Hall, insurance agency owner 
of Lenoir, N. C., died suddenly of a 
heart attack there October 12. He was 
74. The deceased is survived by his 
widow. 








B. M. Hermes of the rating associa- 
tion said: 

“The new form of promulgation is 
designed primarily as an aid to agents 
in Connecticut where varying percent- 
ages reductions and advances now in 
force have caused some difficulty among 
agents in determining the correct rate 
applying to a given risk. 

“The new card indicates the National 
Board classification code for construc- 
tion and occupancy. Each Waterbury 
agent has been supplied with a legend 
showing the percentage reduction or ad- 
vance applying, according to the classifi- 
cation coding. 

“Because of space limitation, it is 
necessary to omit the so-called ‘term 
letter’ and the symbol denoting building 
construction. In all tariff and rate books 
printed under the new form, agents will 
refer to the manual of rules for infor- 
mation relative to use of the term privi- 
lege. Building construction will ‘here- 
after be determined through the classifi- 
cation coding, and an explanatory chart 
will accompany each new tariff.” 


Preston President of 
Rhode Island Agents 


MEETING HELD IN PROVIDENCE 





John B. Butler Retires as Head After 
Successful Year; Preston Long 
Active in Association Affairs 





Robert S. Preston of the Spencer & 
Preston agency of Providence, R. I., was 
elected president of the Rhode Island 
Association of Insurance Agents at the 
49th annual meeting held Monday after- 
noon and evening in Providence. He 
succeeds President John B. Butler. 
There were 330 members and guests 
present at the meeting. 

Other officers elected were: vice presi- 
dent, Donald S. Paige, C. D. Paige & 
Co., Providence; secretary - treasurer, 
George C. Hughes, and reelected was 
State National Director Carleton I. 
Fisher of G. L. & H. J. Gross, Provi- 
dence. 

The following regional vice presidents 
were elected: Providence County, A. 
Edgar Parent, Woonsocket; Kent Coun- 
ty, John J. Clarke, West Warwick; 
Washington County, Herbert W. Rath- 
bun, Jr., Westerly; Bristol County, Wil- 
liam W. Richardson, Warren, and New- 
port County, Gilbert A. Ramlose, New- 
port. 


President Preston’s Career 


Mr. Preston was educated at Peddie 
School and Brown University and has 
taken courses of the Insurance Institute 
of America. He entered insurance in 
1925 as an employe of the Spencer & 
Boss agency, becoming a partner in 
April, 1929, when the name was changed 
to Spencer & Preston. The business was 
continued in the same name after the 
death of Robert L. Spencer in 1934. Next 
year marks the 100th anniversary of the 
agency which has been in the same 
family for three generations. Its oldest 
connection is with the Phoenix of Hart- 
ford which it has represented since 1866. 

With the Rhode Island Association 
Mr. Preston has been active for years 
as a member of committees, as treasurer 
and vice president. He has served on 
the executive committee of the Insur- 
ance Association of Providence for over 
20 years. He is a member of various 
masonic organizations, local clubs and 
historical societies and during World 
War II served as an officer in the Navy. 
For some years Mr. Preston has been 
a familiar figure at National Association 
conventions along with Carleton I. 
Fisher, national director. 

During the administration of Mr. But- 
ler the Rhode Island Association sup- 
ported bills abolishing state fire insur- 
ance funds. The Providence office of the 
state association was established this 
last year with Mr. Hughes named as 
executive secretary. Membership in the 
Rhode Island Association also reached 
a new high in 1949, 





Two Fire Patrol Men 


Lose Lives in Loft Fire 

Bodies of two members of the New 
York City Fire Patrol were recovered 
over the week-end from the debris of 
the five story loft at 21 West Seven- 
teenth Street which had collapsed during 
a fire on Friday. The patrol is main- 
tained by the New York Board of Fire 
Underwriters and this is the first time 
in many years that a member of the 
patrol has been killed while working in 
a burning building. 

The dead man are Rred Lehmann, 
43 years old, of Brooklyn and Daniel 
Shea, 23, of South Hempstead, L. I. 
The two had been covering fixtures on 
the ground floor and had placed over 
40 tarpaulins when the roof and upper 
stories fell in. Wiliam Haack of Annan- 
dale, S. I., also a member of the Fire 
Patrol, was severly injured when the 
collapse came. The building became a 
total loss and physical damage is esti- 


mated at around $200,000. 
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Fire Insurance Companies 


ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 


THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 


GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 


MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 
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Mutual Agents Condemn 
Countersignature Laws 


HIT FIRE INSTALLMENT PLANS 





Hunter of Moravia, N. Y., Elected Presi- 
dent at Chicago Convention; Quali- 
fication Laws Are Favored 





Corey G. Hunter, Moravia, N. Y., was 
elected president of the National Asso- 
ciation of Mutual Insurance Agents at 
the 18th annual national convention at 
Chicago. Reelected as secretary was W. 
M. Ritter, Fayetteville, Ark. and as 
treasurer John H. Kroll, Washington, 
Be; <, 

The five vice presidents chosen were: 
Henry D. Bean, Haddonfield, N. J.; 
Claude P. Coates, Fort Worth, Texas; 
H. C. Fenno, Philadelphia; R. E. Hill, 
Chattanooga, Tenn.; and Gene S. Wil- 
son, Minneapolis. 

Move than 600 mutual fire insurance 
and casualty insurance agents from all 
sections of the United States were in 
attendance at the convention. The next 
annual meeting, it was announced, will 
be held at the Hotel Statler, New York 
City, October 16-18, 1950; the associa- 
tion’s midyear meeting has been sched- 
ulated for the Hotel Cavalier, Virginia 
Beach, Va., May 15-17, 1950. 

Actions Taken by Convention 

Among important policy determina- 
tions reached at the convention were 
those involving countersignature laws, 
agency qualification laws, and installment 
payment of term fire insurance policies. 
The association’s board of directors went 
on record by a heavy majority as being 
opposed to proposals for commutation of 
term policies. 

That the National Association of Mu- 
tual Insurance Agents should exert its 
influence against passage or retention of 
state countersignature laws was the po- 
sition taken by retiring President Hugh 
H. Murray, Jr., Raleigh, N. C., in a 
presidential address. He gave it as. his 
opinion that originally passage of counter- 
signature laws was “dictated by selfish 
considerations,” and that under present 
legal concepts of insurance as commerce 
there may be considerable questioning of 
a situation under which an agent in one 
state is paid a large share of the com- 
mission on an insurance transaction sim- 
ply because he has signed a policy upon 
which virtually all of the service involved 
has been rendered by an agent in an- 
other state. 

Murray’s stand was endorsed by the 
association’s board of directors, which 
approved a resolution asserting that it 
is not in their opinion in the public in- 
terest for countersignature fees to be 
paid when no other service is involved. 

“Although our organization in the past 
often has been in disagreement with the 
National Association of Insurance 
Agents,” Murray declared, “our meeting 
just ended seems to have seen eye to 
eye with that group in favoring state 
qualification laws for insurance agents. 
This year marks the first time to my 
knowledge that this association has gone 
upon record in favor of state qualifica- 
tion laws for agents; this action is based 
upon the recommendations of a commit- 
tee headed by H. C. Fenno of Philadel- 
phia, and has been approved both by our 
board of directors and by the entire 
membership.” 

Six directors were elected at the 1949 


N. Y. State Assn. Membership 
Hits 1492 on Columbus Day 


Christopher Columbus was one of the 
greatest “insurance” producers the world 
has ever known. In discovering the 
Western Hemisphere he provided assur- 
ance that the world was round and not 
flat, but far more important he opened 
the road for assurance and freedom for 
millions of persons who later came to 
North and South America in search of 
liberty and security. 

To mark this recognition of Columbus’ 
ultimate contribution to the growth of 
the insurance agency field the New 
York State Association of Insurance 
Agents recorded its membership at a 
new high of 1,492 on October 12, ob- 
served as Columbus Day to mark the 
anniversary of the discovery of America. 

President Roy A. Duffus of the state 
association has launched an_ historical 
membership campaign. His next objec- 
tive is 1,775, to be celebrated on the 
anniversary of the Battle of Lexington 
on April 19, 1775. Later objectives in- 
clude the Civil War, 1861, and World 
War II, 1941. 





Bailf to Speak Before 
N. J. Insurance Women 


Calvin Bailf, London & Lancashire 
Insurance Co., will speak on use and 
occupancy insurance at the meeting of 
the Insurance Women of New Jersey 
to be held October 27 at the Military 
Park Hotel, Newark. The first lesson for 
the beginners course sponsored by the 
organization will be held November 2, 
6 to 8 p.m., at the office of T. C. Mof- 
fatt & Co., Newark. The indoctrination 
course will be given by Minnie Teifeld. 
Mae Flanagan, Flanagan & Livingston, 
is chairman of the beginners course 
committee. 





NEW LAKE CHARLES AGENCY 

Capitalized at $25,000, the Hartgrove 
Realty & Insurance Agency, Inc., has 
just been organized at Lake Charles, La. 





convention to serve three-year terms. 
They are: William E. Billings, Niagara 
Falls, N. Y.; E. P. Curtiss, Stratford, 
Conn.; Mrs. Ellen E. Edwards, Mont- 
gomery, Ala.; George E. Hauenstein, Jr., 
Laurel, Miss.; E. F. High, Columbus, 
Ohio; and George F. Jones, Charlotte, 
N. C. In addition Sterling Sasser, Aus- 
tin, Texas, was chosen to fill the un- 
expired term upon the board of directors 
of President Hugh H. Murray, Jr. 


GEN’L BROKERS’ COMMITTEES 


Personnel of Committees Handling An- 
nual Dinner at Hotel Astor on 
October 26 Are Appointed 


To aid in making the 24th annual din- 
ner of the General Brokers’ Association 
at the Hotel Astor on Wednesday eve- 
ning, October 26, as successful as those 
of other years, which have been at- 
tended by upwards of 700 persons on 
the average, President Samuel Oberman 
has appointed the following committees: 

Dinner: Leonard Jacobs, chairman; 
Joseph F. Conroy, vice chairman and 
secretary; Russell Wittpenn. 

Invitation: Nathan Greenbaum, chair- 
man; Andrew H. Boardman, Louis 
Escher, Leonard Jacobs. 

Reception: S. Nicoll Schwartz, chair- 
man ; Stanley _J. Corsa, vice chairman; 
Frederick I. Ettlinger, Robert M. Fer- 
guson, Jr., John F. Nubel. 

Seating: Robert M. Ferguson, 
chairman; Abraham Prusoff, 

Music: Paul Simon, chairman. 

Door committee: John F. Nubel, chair- 
man; Andrew H. Boardman, Louis 
Escher. 

_Publicity: Paul Simon, chairman; S. 
Nicoll Schwartz, Joseph F. Conroy. 

Boosters : Jack A. Fink, chairman; 
Max Kurtz, Henry Olshen, Russell Witt- 
penn. 


Ladies: Helen Brook, Margaret K. 
Kane. 


Jr., 





Insurance Brokers’ Dinner 


At Waldorf-Astoria Nov. 15 


The Waldorf-Astoria has been selected 
by the dinner committee of the Insur- 
ance Brokers’ Association of New York, 
Inc. for the 51st anniversary dinner of 
the association on Tuesday evening, No- 
vember 15, it is announced by George E. 
Nichols, president. 

Reservations are being accepted at the 
association’s offices at 90 John Street, 
New York City, telephone WOrth 4-5379. 
Reservations from company sources will 
be accepted. 


F. W. Hohloch Gets High 
Masonic Rank in N. Y. 


At a special communication of Wash- 
ington Lodge No. 21, F. & A. M., held 
recently in New York, Frederick W. 
Hohloch, vice president of Sargent 
Wobber & Co., Inc., New York insur- 
ance brokers, was invested as district 
deputy grand master of the First Ma- 
sonic District of Manhattan. 

Attending the ceremony were over 
60 members of the Insurance Square 
Club of New York of which Mr. Hoh- 
loch is past president. The party was 
headed by Albert L. Gubler, Fireman’s 
Fund, now the president, and Arthur 

Larson, Brooklyn agent, a_ past 
president. 








Mass. Agents Oppose 


Installment Premiums 

The Massachusetts Association of In- 

surance Agents at its recent annual con- 

vention in Boston adopted a resolution 

opposing installment term premiums for 
fire policies. 
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JONES HEADS COLO. AGENTS 


















Pueblo Convention Also Votes to Hay 
Paid Secretary for Assn.; Eglof 
Kavanaugh, Wilson Speakers 


Previous annual convention attendance 
records were broken when the total re. 
istration reached 270 at the Pueblo cop. 
vention of the Colorado Association oj 
Insurance Agents, held at the Whitman 
Hotel in Pueblo on September 30 ani 
October 1. 

The agents and their guests were a(- 
dressed by John Eglof, supervisor of 
agency field service for the Traveler 
His subject was “Customer Confidence- 
The Maximum Premium.” Mr. Eghi 
also presided at the Saturday breakfast 
Commissioner Luke J. Kavanaugh oj 
Colorado spoke on the Friday progran, 
as did State National Director Ralph 
FE. Austin. 

Headlining the Saturday morning se- 
sion was Corlett T. Wilson, local agent 
from Rockford, Ill, whose subject wa 
“Packaged Personalized Protection.” A 
showing of “Found Money,” the edt- 
cational film prepared by  Broadu 
Bailey, chairman of the NAIA inlani 
marine committee, which made its firs 
appearance at the Chicago conventior, 
rounded out the program. 

Directors elected for the three-year 
term were Sam H. Butler, Joe S. Bryant 
Agency, Pueblo; Philip M. Lorton, 
Alamosa; Foster L. Fritchle, Colorat: 
Springs; Peter J. Walsh of Van Schaack 
Co., Denver, and Fred W. Noe 0 
Greeley, reelected. Reuben L. Olson, 
Boulder Investment Co., Boulder, was 
selected to fill the vacancy created by 
the resignation from the board of James 
M. Harris of Boulder. 

Officers for the year beginning Jant- 
ary 1, are Sam Jones, Pueblo, president, 
Wm. D. Sanborn, Denver, vice pres 
dent; Sam H. Butler, Pueblo, secretary; 
Fred W. Noe, Greeley, treasurer} and 
L. Allen Beck, Denver, state nationa 
director. : 

By unanimous vote, the convention 
approved a proposal of the directors 1 
increase dues for the purpose of et 
ploying a paid secretary. Selection 
the secretary and adjustment of the 
dues schedule was left to the board 0 
directors. 


ARTHUR PINCKNEY DIES 
Arthur Pinckney, 79, veteran instr 
ance man of South Carolina, diel 
October 4 at a hospital in Charleston 10" 
lowing an illness of several days. Mr 
Pinckney and his brother, Robert H, 
established the firm of Pinckney Bros; 
now one of the oldest insurance age 
cies in the city. 


N. J. FIELDMEN’S DINNER | 
The New Jersey Insurance Fieldmens 
Association will hold past presidents 
night on Monday, October 24, on which 
evening a dinner is scheduled at Zigs 
Restaurant in Newark. The committee 
on arrangements is headed by Walter 
D. Sheldon, chairman. 
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HE musical notes of a bell which had 

once hung in an old French church 
summoned the slaves at Belle Meade to 
their daily tasks. By some strange chance 
this bell had found its way across the sea 
to a Mississippi steamboat where its mellow 
tones so captivated Belle Meade’s owner 
that he bought it for his estate. 

Located about six miles from Nashville, 
Belle Meade is reached through a long 
avenue lined with vine-covered cedars. The 
house was built in 1853, the year The Home 
was founded. It replaced an earlier dwelling 
which had been destroyed by fire. The six 
square columns on the portico were made 
from stone quarried on the estate. John 
Harding, the first owner, cleared and fenced 
the property when he came to Tennessee in 
1805. While a home was being built, he 
lived in a log cabin where his son William 
Giles Harding was born. 

Brigadier general in the militia and prom- 
inent agriculturist, William G. Harding 
made Belle Meade one of the most pros- 





BELLE MEADE 
the Beautiful 








A gardener was brought from Switzerland to care for the flowers and shrubs 


perous farms in Tennessee. Within its 5,000 
broad acres was a park planted with blue 
grass where as many as 250 deer roamed 
unmolested. At one time elk, buffaloes and 
cashmere goats were also given sanctuary. 

But Belle Meade’s 
principal attraction was 
its magnificent thor- 
oughbred horses, many 
of which, including 
Bonnie Scotland, Iro- 
quois and Luke Black- 
burn, won lasting fame 
in the annals of the 
turf. As probably Amer- 
ica’s oldest farm for 
breeding thoroughbreds 
and one of the finest of 
its day the estate was 





IROQUOIS - Only American bred horse 
that has ever won the English Derby 


internationally renowned. The sale of year- 
ling colts which was an eagerly awaited 
annual event brought thousands of visitors 
from this country and abroad. Representa- 
tives of the French government who came 
to inspect American 
thoroughbreds in 1881 
reported that Belle 
Meade had the finest in 
the country. Though his 
horses were entered in 
all the leading races 
and won many tro- 
phies, General Harding 
was interested in racing 
solely as a gentleman’s 
sport and refused to 
take part in betting. 
Besides horsemen 





many prominent persons 
were visitors at Belle Meade, 
including Andrew Jackson, 
James K. Polk, Benjamin 
Harrison and Grover Cleve- 
land. As evidence of the hos- 
pitality for which the planta- 
tion was noted, the dining 
table was kept extended to 
its full length with places 
always set for unexpected 
guests. 

Like most of the southern 
plantations of that time 
Belle Meade had its comple- 
ment of slaves. They were, 
however, treated with un- 
usual consideration and con- 
cern for their comfort and 
welfare. Charles Sumner, 
noted abolitionist, declared 
that if conditions at Belle Meade were typ- 
ical of the South, “I must retract much that 
I have written against slavery.” 

Two of General Hard- 
ing’s daughters mar- 
ried brothers, Wil- 
liam H. and Howell 
E. Jackson, who 
continued to op- 
erate Belle Meade 
after Harding’s 
death. By General 
U. S. Grant’s own ad- 
mission he narrowly es- William H. Jackson 
caped capture by William Jackson who was 
a brigadier general in the Confederate 
cavalry. 

Though the property passed into other 
hands after the death of General Jackson’s 
son and has been reduced in size through- 
out the years, Belle Meade, still privately 
owned, has been maintained as one of the 
South’s most beautiful plantations. 






* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 
homes of American industry. 


* THE HOME « 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE ° AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 


Copyright 1949, The Home Insurance Company 
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Complete Program for 
NFPA Buffalo Meeting 


WILL BE HELD _D NOVEMBER 1-2 





Life Safety Will Be Keynote for Second 
Northeastern Meeting on Fire 
Prevention Efforts 





With life safety as a keynote fire pre- 
vention experts from the United States 
and Canada will meet at the Hotel Stat- 
ler in Buffalo on November 1 and 2 for 
the Second Northeastern Regional Meet- 
ing of the National Fire Protection As- 
sociation, international non-profit group 
dedicated to reducing the loss of life 
and property from preventable fire. 

The Fire Marshals’ Section of the 
NFPA, representing the fire marshals of 
the U. S. and Canada, will hold their 
regular winter meeting simultaneously 
with this conference. 

Frances Perkins to Speak 

Representatives of colleges and hospi- 
tal groups will discuss recent large loss 
fires and steps that have been taken 
to prevent their repetition. Frances 
Perkins, former Secretary of Labor, will 
outline what the private citizen can do 
to halt the alarming loss of life by fire. 
The recent disastrous fire on the “Nor- 
onic” at Toronto will be discussed to- 
gether with suggested methods to pre- 
vent such tragedies. Industrial fire haz- 
ards and new methods of fire control 
will also be reviewed by experts in the 
field. 

Allen Cobb, safety supervisor of the 
Kodak Park Works in Rochester and 
vice president of the NFPA will open 
the meeting on Tuesday morning, No- 
vember 1 as chairman of the sponsoring 
committee. Mayor Bernard J. Dowd and 
Fire Commissioner J. S. Masterson of 
Buffalo will welcome the delegates to 
Buffalo. 

Other morning speakers and their sub- 
jects will include: Thomas W. Ryan, 
Albany, director of the N. Y. St ite Di- 
vision of Safety, who will speak on “New 
York State’s Interest in Fire Safety” ; 
Fire Marshal W. J. Scott, O.B.E., K.C. 
of the Province of Ontario, Canada, who 
will have for his subject, “Ontario’s In- 
terest in Fire Safety” and Percy Bugbee, 
Boston, general manager of the NFPA, 
who will describe the program and ac- 
tivities of the association. 

In the afternoon there will be a forum 
on life safety from fire. Participating 
will be Robert S. Moulton, Boston, sec- 
retary, NFPA committee on safety to 
life who will speak on the NFPA build- 
ing exits code as a guide to life safety ; 
James K. McElroy, Boston, assistant 
technical secretary, NFPA, will speak 
on “Recent Loss of Life Fires and Their 
Lessons”; with special emphasis on such 
disasters as the “Noronic” and the St. 
Anthony Hospital fire at Effingham, Ill. 

Also Roy Hudenburg, Chicago, secre- 
tary of the American Hospital Associa- 
tion Council on Hospital Planning and 
Plant Operation will discuss “Fire Safety 
in Hospitals”; Marilyn Hiller, Newfain, 
N. Y., who figured prominently in a seri- 
ous college dormitory fire, will speak on 
“Fire Safety in Colleges” ; Hartford’s 
Fire Chief Henry Thomas will discuss 
“What the Fire Chief Can Do” and 
Miss Perkins, now Commissioner, U. S. 
Civil Service Commission, Washington, 
will represent the private citizen and talk 
on “What the Citizen Can Do.” She is 
a former member of the NFPA commit- 
tee on safety to life. 

November 2 Program 

On Wednesday morning, November 2, 
at 10 am., there will be three simul- 
taneous NFPA committee conferences: 
flammable liquids and gases, electrical, 
and special extinguishing methods. Pre- 
Siding at these sessions will be Harold 
L. Miner, Wilmington, Del.; E. A. 

3rand, Buffalo and Allen Cobb, Roches- 
ter. Other participants will include H. 

Newell, New York City; Charles L. 
Sinith, Chicago, and C. J. Koskinan, Chi- 
cago. 

Of special interest will be a discussion 
of the subject of self-service gasoline 


Fire Rate Reductions 


Announced in Louisiana 


Fire insurance rates have been re- 
duced in Louisiana to effect a saving of 
about $1,200,000 annually to policyhold- 
ers. An overall reduction amounts to 
7% of the total fire premiums for the 
state, but the actual rate changes vary 
according to experience by classes of 
risks. Changes are effective November 1. 

As a part of the reduction, a new 
dwelling rate schedule has been published 
with lower rates applicable to frame 
dwellings in first, second, third and 
fourth class cities and outside of fire 
protection. Rates on farm dwellings have 
also been lowered. Rates on brick dwell- 
ings generally and on all dwellings in 
Class A cities (New Orleans) remain 
unchanged. New Orleans dwelling rates 
are believed to be the lowest in the 
South. 

Among other principal classes which 
will benefit by the reductions are mer- 
cantile buildings and contents, including 
office and bank buildings but not in- 
cluding restaurants and bars; gen- 
eral merchandise warehouses; chemical 
works; churches; service stations; 
garages and airplane hangars; radio sta- 
tions: newspaper and printing plants; 
brick works; salt works; non-manufac- 
turing buildings and contents protected 
by automatic sprinklers, and mining 
risks. 





Cc. G. BUSCAGLIA DIES 

Charles G. Buscaglia, 69, a Buffalo, 
N. Y. insurance agent for many years, 
died October 10 after a short illness. He 
established his insurance business years 
ago with offices in the Morgan Building. 
For the last 15 years he operated the 
business from his home. 





stations, which has caused some national 
controversy. 

On Wednesday afternoon there will be 
a general session, starting at 2 p.m. Par- 
ticipants and their subjects will include 
J. E. Frederickson, director of plant pro- 
tection activities, General Motors Corp., 
Detroit, who will speak on “Fire Prob- 
lems of Industry”; Hylton Brown, U. S. 
Bureau of Mines, College Park, Md., 
who will speak on “Explosions in Indus- 
try”; Chester I. Babcock, Boston, NFPA 
department of fire record, who will dis- 
cuss “Recent Industrial Fires and Their 
Lessons,” and Frank R. Middaugh, Ohio 
Inspection Bureau, Columbus, Ohio, who 
will talk on “Industrial Fire Brigade 
Organization and Training.” 
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New Members Initiated by 
N. Y. C. Pond, Blue Goose 


Several goslings were initiated into the 
New York City Pond of the Blue Goose 
at the recent meeting here. They are 
Forrest McVean, Hanover; W. V. 
srown, Brown Reciprocals; Sydney J. 
Brown, Providence-Washington; Lester 
Burr, Underwriters Salvage; Van C. 
Lambert, St. Paul F. & M.; "Albert N. 
Butler, Jr., George N. Brown & Son. 

Also John H. Wilson, American Avia- 
tion & General; Arthur C. Goerlich, In- 
surance Society of New York; John N. 
Paris and William Gorman, Automobile 
Adjusting Bureau; Walter Blundy, Sr., 
independent adjuster; Herman B. Zip- 
ser, attorney; Robert G. Planer, Graham 
Inspection Bureau, and William H. 
Ahnemann, Merchants Fire. 


Miller Fire Ass’n Special 
In Maryland and Delaware 


Charles Miller, 3rd, has been appointed 
by the Fire Association of Philadelphia 
as marine special agent in the Mary- 
land-Delaware-District of Columbia ter- 
ritory where he will be associated with 
Special Agent John H. Beck. 

Mr. Miller joined the Fire Associa- 
tion’s training school in September, 1946. 
He has served in various capacities in 
the head office marine department. Field 
headquarters will be continued at Old 
Town Bank Building, Baltimore. 
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N. Y. ADJUSTERS’ 


A 
REGULATION 





Insurance Dept. Rules Provide for Eight 
Types of Independent Adjusters’ 
Licenses; Formerly Were Four 


Superintendent of Insurance Robert E. 
Dineen, of New York announces pro- 
mulgation as of September 15 of Regu- 
lation No. 31—“Independent Adjusters’ 
License; Forms of Applications for 
Original and Renewal Licenses: Verifi- 
cation; Types of Licenses; Types of 
Examination; Examinations; Prohibition 
as to Methods of Doing Business.” This 
regulation supersedes former Regulation 
No. 25 applying to independent adjusters, 

The new regulation provides for eight 
types of independent adjusters’ licenses 
instead of the four types issued previ- 
ously. There will also be seven indi- 
vidual types of examinations or one 
general examination which will cover the 
seven types, instead of the four types of 
examinations previously given for appli- 
cants desiring to be licensed as _ inde- 
pendent adjusters. The eight types of 
licenses to be issued pursuant to the 
provisions of Regulation No. 31 are as 
follows: 

Independent adjuster—fire, inland ma- 
rine, aviation, automobile, casualty, fidel- 
ity and surety, accident and health, gen- 
eral. 

The first examinations for the new 
types of independent adjusters’ licenses 
will be held in December. Persons who 
are presently licensed as independent 
adjusters will not be required to take 
examinations unless they desire to ad- 
just losses on lines of insurance for 
which they do not presently hold li- 
censes. 





Better Buildings, Education, 
Cut Florida Wind Losses 


The hurricane that struck the Florida 
coast August 26 was probably one of the 
most severe in history. However, there 
was not near the damage done by pre- 
vious storms of less severity, according 
to Walter L. Hays, president of the 
American Fire & Casualty, Orlando. 

Mr. Hays attributed the better ex- 
perience to the fact that in the more 
congested sections the cities have 
strengthened their building codes from 
time to time, and the present buildings, 
as well as the new construction, are of 
such type as will withstand a hurricane 
without serious consequences. 

Second, the people are better informed 
by radio, and otherwise, as to what to 
do during a storm to protect themselves, 
as well as their property. 

The greater number of losses were in 
the Fort Lauderdale, Delray, Lake 
Worth, Fort Pierce and Palm Beach 
area, extending westward through the 
state, causing considerable damage in 
Lake Wales, Auburndale, Winter Haven, 
Lakeland and Plant City. After entet- 
ing the Gulf of Mexico the storm turned 
north, passing near Lake City, Fla., then 
into Georgia, South Carolina, back to the 
Atlantic. 
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FACE to FACE... 


“If you have been wondering what | 








look like—well, here | am—face to face! 
“You'll find me in all North America 


National Magazine advertising telling 






the public about you and your services. 


“Indeed, | am YOU!” 
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Elected Director of 
Home Insurance Co. 





THOMAS J. ROSS 


Thomas J. Ross, senior partner of the 
New York firm of Ivy Lee and T. J. 
Ross, consultants to leading industrial 
corporations on public and industrial re- 
lations, was elected last week a director 
of the Home Insurance Co. He succeeds 
the late John A. Stevenson, who was 
president of the Penn Mutual Life of 
Philadelphia. 

Mr. Ross has been active in public 
relations since he became associated 
with the late Ivy Lee in 1919, and has 
been senior partner of the firm since 
1934. Prior to World War I he worked 
on the staffs of the Brooklyn Eagle, 
New York Sun and New York Tribune. 

He is a trustee of the Emigrant In- 
dustrial Savings Bank, of Manhattan 
College and St. Patrick’s Cathedral; vice 
president and director of the Hospital 
Council of Greater New York and of 
the United Hospital Fund; director of 
the New York Chapter of the American 
Red Cross, of the Greater New York 
Fund, of the USO, and of the Adver- 
tising Club of New York; member of 
the advisory board of St. Vincent’s Hos- 
pital and of New York Foundling Hos- 
pital. By His Holiness Pope Pius XII, 
Mr. Ross was made a Knight Comman- 
der of the Equestrian Order of the Holy 
Sepulchre of Jerusalem and he is also a 
Knight of Malta. 





New Fire Alarm System 
For Sailors’ Snug Harbor 


Installing of an extensive new fire 
alarm system of the modern design at 
Sailors’ Snug Harbor, home for “aged, 
decrepit and wornout sailors” on Staten 
Island, got under way on Monday, Oc- 
tober 10, Theodore Siccama, comptroller 
and secretary of the institution, an- 
nounced today. 

The new system will connect 32 build- 
ings located on the approximately 100 
acres occupied by Sailors’ Snug Harbor, 
and is to be completed within four 
months. The City of New York has 
agreed to install a box on the Sailors’ 
Snug Harbor grounds so that the alarm 
can be transmitted immediately. 

Plans for the new system were drawn 
by Edward E. Ashley, consulting engi- 
neer in consultation with Harvey Wiley 
Corbett, architect, and it will be in- 
stalled by T. Frederick Jackson, Inc. 





DODGE FARM BUREAU MGR. 

Appointment of Harold A. Dodge as 
regional manager of the Farm Bureau 
Insurance Companies with offices in Buf- 
falo, N. Y., is announced. Mr. Dodge, 
who has been a field supervisor, will 


be in charge of the companies, agency 
force in western 


New York. 








N. Y. FIRE DEPT. HONORED 





Board of Fire Underwriters Presents 
Scroll to Quayle Citing Achieve- 
ments in Reducing Losses 


A certificate of award has been pre- 
sented to Fire Commissioner Frank J. 
Quayle and the New York City Fire De- 
partment by the New York Board of 
Fire Underwriters, commending — the 
commissioner and the department “for 
effective service during 1948 and 1949 
in developing and administering a most 
comprehensive program in the interest 
of fire prevention protecting the lives 
and property of the inhabitants of the 
Greater City of New York.” 

This presented at a 
testimonial 


certificate was 
luncheon to Commissioner 
Quayle and other officers of the fire de- 
partment at the Drug & Chemical Club 
last Friday. 

Officers of the New York Board of 
Fire Underwriters attending included 
Victor Kurbyweit, vice president; E. C. 
Niver, executive vice president; E. V. 
Treacy, assistant secretary, and H. J. 
Kiefer, assistant treasurer. President 
Sinclair T. Skirrow was unable to be 
present as he was out of town. 

Others were A. J. Smith, past presi- 
dent of the board and honorary deputy 
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chief of the fire department; Joseph 
T. Goeller, chairman of the Fre Patrol 
committee, members of the fire preven- 
tion committee, including W. J. Man- 
ning, chairman; Joseph F. Murray, vice 
chairman, and three other members— 
Charles D. Fraser, George W. Graham 
and H. B. Standen. 

Members of the board’s staff attending 
included S. E. Small, assistant to the 
executive vice president, and William 
G. Hayne, superintendent of the fire 
prevention bureau. The Fire Patrol was 
represented by Superintendent William 
A. Espy and Captain Henry H. Wright. 

W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, was a guest. 

Mr. Smith commended the Fire De- 
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partment for its continuing fire preven. 
tion program. He also mentioned that 
the Fire Department had distributed 
more than 1,000,000 pieces of fire pre- 
vention literature prepared by the Na. 
tional Board of Fire Underwriters. 

Mr. Manning thanked the Fire De. 
partment officials for their cooperation 
with the New York Board. 





JOHN N. COSGROVE ADVANCED 





Named Assistant Secretary of American 
of N. J.; Continues as Head of Public 
Relations, -Education 


Directors of the American Insurance 
Company have appointed John N. Cos- 
grove an assistant secretary of the com- 
pany. Mr. Cosgrove, who has been diree- 
tor of public relations and education for 
the group, will continue to fulfill these 
duties. 

A native of Savannah, Ga., Mr. Cos- 
grove studied at St. Francis College, 
3rooklyn, and at the New York Univer- 
sity School of Journalism. Before enter- 
ing the insurance business he was a 
sports reporter for the Brooklyn Eagle 
and the New York Times. 

After 13 years in the accounting, un- 
derwriting and advertising departments 
of the American Reserve Insurance Com- 
pany he joined the Eagle Star as state 
agent for New York, later becoming 
associated with the American Group as 
special agent in northern New Jersey. 

Mr. Cosgrove became editor of the 
American Agency Bulletin, the official 
organ of the National Association of In- 
surance Agents, in 1945, and later joined 
the insurance editorial staff of the New 
York Journal of Commerce. He was 
named director of public relations for the 
American Group in March, 1947, and 
director of education in September, 1948. 





Ordinance for Safety in 


Public Places Revised 


The National Board of Fire Under- 
writers has revised its ordinance known 
as “An Ordinance Providing for Safety 
in Places of Assembly.” It can only 
become effective by action of municipal 
and state governments. 

The ordinance deals with such topics 
as keeping aisles clear, leaving exit doors 
unlocked, providing proper lighting for 
exits, keeping adequate fire fighting 
equipment available, providing for peri 
odic inspections of places of assembly 
by the fire department, and several other 
safety provisions. 

The ordinance permits use of pyro- 
xylin-coated decorations under certain 
circumstances. In the past few years, 
extensive tests have been made by Un- 
derwriters’ Laboratories, Inc., at the re- 
quest of manufacturers to determine 
how such decorations may be used safely 
in nightclubs, auditoriums, restaurants, 
and other places of assembly. 





Standards for Installing 
Oil Burning Equipment: 
The National Board of Fire Under 
writers has issued revised standards for 
the installation of oil burning equip: 
ment, as recommended by the National 
Fire Protection Association. Copies ° 
this 16-page booklet may be obtained 
at National Board headquarters at 
John Street, New York City. 
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Adequate Figures for Rating to Be 


Essential in Future Morrill Says 


Need for better figures in the fire and 
casualty insurance business was stressed 
by Deputy Superintendent Thomas C, 
Morrill of the New York Insurance 
Department in an address recently be 
fore the Federation of | Mutual Fire 
Insurance Companies at Salt Lake City, 
Utah. In the new era of rate regulation, 
he pointed out, figures that might have 
heen adequate in the past will not meet 
the demands of the future. 

The new uniform accounting program 
now in effect countrywide will be the 
foundation upon which refined cost ac- 
counting studies can be made, Mr. Mor- 
rill stated. Under this system more 
than 1,500 fire and casualty companies 
throughout the United States are now 
keeping their expense accounting pro- 


cedures in accordance with standard 
rules. 
Figures Cannot Be of Questionable 


Accuracy 


‘If figures are not the life blood of 
the insurance business, they are cer- 
tainly the pulse beat,” Mr. Morrill said. 
“The basic decisions which confront top 
insurance management, and which de- 
termine the relative success of each 
enterprise, are made almost without ex- 
ception after study of and in reliance 
upon some type of operating data. 

“No executive would knowingly rely 
upon data of questionable accuracy. If 
figures are to be used with confidence, 
they must be good figures, and getting 
good figures means more than careful 
bookkeeping and arithmetic. It requires 
a standard method of compiling the data 
month by month, year by year and 
company by company. 

“In the absence of uniformity, com- 
parisons will be distorted. Furthermore, 
they will be dangerous. The use of bad 
figures is bound to produce bad deci- 
sions. Conversely, every step taken to 
improve the quality of information used 
by management is bound to improve the 
ability of management to plot a sound 
course, 

“The enactment of New York’s uni- 
form accounting law in 1945 as well as 
the subsequent development of the en- 
tire program received very real support 
from both the fire and casualty branches 
of the business, mutual as well as stock. 
The important thing now is that we 
make the most of the opportunitv which 
uniform accounting provides. Further- 
more, many people are beginning to 
realize that we are headed into a new 
era in this business, and that figures that 
might have been adequate in the past 
will not meet the needs of the future. 


States Ask Adequate Supporting Data 


“One of the developments that is 
creating this new frame of mind is 
extension in a few short vears of rate 
tegulation to practically all lines in al- 
most all states. This has brought about 
a fundamental change in the business— 
from a situation in which, by and large 
ut with some important exceptions, the 
business was free to set its own rates, 
to one in which most rates are sub- 
lected to the scrutiny of supervisory 
authorities. One of the results of this 
hew situation—and an important one— 
as been an increasing insistence by 
state Insurance Departments on ade- 
quate Supporting data. 

‘anagement has the obligation to 
Provide this data but it also has a still 
weightier responsibility—to survive and 
Prosper on the rate levels that are ap- 
Proved. We cannot ignore the indica- 
tions already apparent that there will 
a natural tendency on the part of 
cttine authorities to be more re- 
‘amie to rate reductions than to rate 
opposite” Just as we should concede an 
Soragg alacrity on the part of the 
a Ss in seeking to increase inade- 

€ rates while exhibiting a certain 


reluctance to reduce those that are pro- 
ducing profits. 

“Of one thing we can be certain— 
that to a far greater extent than before 
management will be living with rates 
not of their own choosing, and will be 
scrutinizing their operating results with 
increasing care.” 


Directory of Mutual Fire 
And Casualty Cos. Issued 


The American Mutual Alliance has 
issued a new edition of the Directory of 
Mutual Companies in the United States, 
Fire and Casualty. This issue covers 
business of 1948. 

Summaries of the fire company busi- 
ness show total premiums of $440,357,- 
242 written by 2,914 companies, an in- 
crease of 17.5% over 1947 business. 
Total assets of $847,384,022 show an 
increase of 12.2%, and the surplus of 
$434,265,276, an increase of 8.2%. The 
ratio of losses paid to premiums written 


is 35.4%. 

Summaries of the casualty company 
business show total premiums of $758,- 
376,543 written by 200 companies, an in- 
crease of 17.7% over 1947. Total assets 


of $1,069,158,927 show an increase of 
16.1%, and the surplus of $249,378,897, 
an increase of 19.2%. The ratio of losses 
paid to premiums written is 41.2%. 


Some statistical facts concerning mu- 
tual fire and mutual casualty companies 
appear in the back of the booklet. State 
associations of mutual companies and 
state associations of mutual agents, with 
their officials, and a list of century-old 
mutuals are also given. 
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Auto Rates Reduced 
In North Carolina 


DEPARTMENT APPROVES FILINGS 





Fire, Theft and Comprehensive Rates 
Lowered, With Collision Rates Re- 
duced on an Overall Basis 


Approval has been given in North 
Carolina to filing by the North Carolina 
Fire Insurance Rating Bureau of pro- 
posed changes in rates on fire, theft, 
collision and comprehensive automobile 
coverage as amended, Commissioner of 
Insurance Waldo C. Cheek, has an- 
nounced. The filing as proposed provides 
for reductions in the following classes: 

Private passenger cars, comprehensive, 
fire and theft; commercial long-hauling, 
comprehensive, fire and theft; com- 
mercial intermediate hauling, compre- 
hensive, fire and theft. Increases in col- 
lision rates on private passenger cars, 
commercial local hauling, commercial in- 
termediate and commercial long distance 
hauling were proposed. 

The filing also proposed re-symbolling 
of pre-1942 automobiles in the state so 
as to increase collision premium rates 
on old cars. The symbols as set forth 
in the manual depend on the factory-ad- 
vertised price of the car. 

It was proposed that all pre-1942 cars 
have the same symbols as those placed 
on comparable 1942 models for collision 
insurance. However, no change of more 
than two symbols would be made. 

It was brought out at a hearing that 
pre-war private passenger cars are not 
paying their part of the losses on col- 
lision coverage. At the close the Com- 
missioner requested additional statistics 
to be filed with the Department for 
justification of this claim. A thorough 
study of the facts brought out at the 
public hearing has resulted in approval 
of the filing with respect to fire, theft 
and comprehensive, resulting in a con- 
siderable overall reduction to policy- 
holders. 

With respect to the collision filing and 
on the basis of a study by the Insur- 
ance Department of information fur- 
nished by the North Carolina Fire In- 
surance Rating Bureau, the Department 
has approved their filing for changes in 
collision rates, resulting in an overall 
reduction at an estimated saving of 
$527,797. 

The effective date of this filing will 
be contained in the new automobile 
manual now in the hands of printers. 








Texas Women’s Federation 


Holds Annual Convention 

The Federation of Insurance Women 
of Texas held its fifth annual conven- 
tion at the Galvez Hotel in Galveston, 
Texas, October 14 and 15, with an at- 
tendance of 145. Twelve of the Texas 
clubs were represented by voting dele- 
gates when the convention opened, San 
Angelo and Dallas lacking representa- 
tion, according to the report of Gertrude 
Cobb, Houston, chairman of the creden- 
tials committee. President Ann Barker, 
Houston, presided. 

The following new _ officers were 
elected: Mary Doug Stephens, Beau- 
mont, president; Natalie Owens, Galves- 
ton, first vice president; Fay Arnim, 
San Antonio, second vice _ president; 
Fern Kely, Lubbock, recording secre- 
tary; Vera Goodwin, Beaumont, corre- 
sponding secretary; Blanche Martin, 
Lower Rio Grande Valley Club, treas- 
urer. 





N. J. MUTUAL AGENTS’ FORUM 

The New Jersey Association of Mu- 
tual Insurance Agents will hold an edu- 
cational forum at the Hotel Hildebrecht, 
Trenton, on Wednesday, October 26. 
There will be a morning session followed 
by luncheon and an afternoon session, 
closing at 4 p.m. President Paul Van 
Wegen and a committee composed of 
Henry D. Bean, E. Lynas Wood, Joseph 
Grubb, Jr., S. E. Croshaw and others are 
arranging for this forum. 


Mandatory Deductible 
Held Illegal in Texas 


The mandatory $100 deductible on 
windstorm and extending coverage in 
Texas was ruled illegal last week by 
Judge Jack Roberts in the Travis County 
District Court. It was held that the 
Board of Insurance Commissioners acted 
without authority when it approved the 
deduction in 1946. The court said that 
the legislature must give specific au- 
thority and such has not as yet been 
done. 

The case will be appealed and unless 
the Board of Insurance Commissioners 
issues an order to the contrary, the de- 
ductible will be continued until the 
higher course have rendered their deci- 
sions. 

Many public hearings were held before 
the mandatory deductible was ordered. 
Representatives from business organiza- 
tions in Galveston and Houston appeared 
at these hearings asking the board to 
authorize the mandatory $100 deductible 
so that insurance coverage would be 
available in their areas. The board had 
said that it had only two alternatives: 
authorizing a mandatory deductible or 
increasing the rates on windstorm and 
hail to a point that would make cov- 
erage almost prohibitive. 

Most of the opposition has been 
against the mandatory provision, oppo- 
nents contending that the deductible 
should be optional with the higher rate 
applying only to policies without the 
deductible. 


Frank B. Martin President 
Of Frank & Du Bois, Inc. 


Floyd R. Du Bois has been elected 
chairman of the board of Frank & 
Du Bois, Inc., and Frank B. Martin 
has been named president. Other officers 
are William A. Loock, John Gooding, 





Jr. Robert E. Newman and John H. 
Mortin, vice presidents; Howell A. 
Radcliff, secretary, and Mr. Newman 
treasurer. 


CHICAGO WOMEN’S ELECTION 





Florence Manson, Past President, Heads 
Board of Distaff Association; 
Committee Chairmen Named 


Florence M. Manson, Youngberg-Carl- 
son Co., past president of the Insurance 
Distaff Executives Association of Chi- 
cago, has been elected chairman of the 
executive board of the organization and 
Sadie M. Hoffman, Underwriters Labo- 
ratories, has been appointed chairman of 
public relations of Region IV of the Na- 
tional Association of Insurance Women. 
Following are the new committee chair- 
men of the Chicago association: 

Lucille T. Blakesley, Factory Insur- 
ance Association, budget and finance; 
Anne L. Whitney, constitution and by- 
laws; Marie Meade, Health & Accident 
Underwriters Conference, planning; 
Mary McCulloh, Springfield Fire & 
Marine Insurance Co., membership; Mrs. 
Hoffman, ways and means welfare. 

At the first meeting of the season, 
October 20, LaVerne Hand, first presi- 
dent of the association, reported on the 
convention at Miami Beach of the 
NAIW last June and Joy M. Luidens, 
executive secretary, Chicago Association 
of Life Underwriters, also gave her im- 
pressions of that convention. 

DALLAS LOSSES DECLINE 

Fire Marshal W. R. Burns reports that 
fire losses in Dallas, Tex., were $610,000 
less for the first nine months of this 
year than they were for the correspond- 
ing period of 1948. “This year,” Burns 
said, “664 fires resulted in $1,135,582 loss, 
while for the same time last year 677 
fires caused damages of $1,745,796.” 





CHARLES A. MAGUIRE DIES 

Charles Alfred Maguire, 74, prominent 
insurance agent of Toronto, Ont., died 
October 14 at his home. He was a 
member of the insurance firm of Ma- 
guire and Connon, representing the 
Royal. He was a former mayor of 
Toronto and member of the Ontario 
Hydro-Electric Commission. 


really an Insurance Store? 


Is the Insurance Agency 





**‘BRAND-NAMES” 
IN A LOCAL AGENCY 





Should the Insurance 
“Store” Advertise 
Its Brand-Names? 





Because a “brand-name?” is bet- 
ter than “‘no name,” we expect 
the retail merchant to advertise 
the names behind his products. 

The “‘brand-names” of an in- 
surance “‘store” are the names 
of the companies the agency 
represents! 
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Most agents feel, and rightly, 
that their first consideration is 
the promotion of their own 
agéncy’s name and personality. 
Yet the agency and theindustry 
can be materially strengthened 
if the old and honored ‘‘brand- 
names” of its companies are 
given a place in the agency’s 
public relations. 





a THE INSURANCE AGENT 18 A GOOD MAN TO KNOW: 
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Specialists in Country Busines 
W. C. HORTON Ageney 


GLADSTONE, N. J. 
Telephone: Peapack 8.0010 


A 56-Year Old Agency Which Is Noted 
for its Prompt Claim Settlements 
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25% of Fire Alarms in 
New York City Are Faly 


More than 25% of the alarms ap. 
swered by the New York Fire Depar. 
ment in the three and a_ half yeas 
ended last June 30 were false or tt. 
necessary, Mayor O’Dwyer said in , 
report on the department's activities 
during his administration. Of the 2}. 
887 alarms, 39,457 were _ intentionally 
false and 16,183 unnecessary. \ 

The report said that the departments 
manpower was seriously depleted when 
the Mayor took office on January |, 
1946, with the total personnel number. 
ing 9,812, of whom 1,116 were in mij. 
tary service. Since then there has been 
a net gain of 620 men. 

“Early in 1946, the Fire Commissioner, 
assisted by the National Board of Fire 
Underwriters, conducted an_ extensive 
survey of the organization and oper: 
tions of the department with a view to 
obtaining maximum operating efficiency,” 
it was asserted. 

“An immediate result of the survey 
was the deactivation of nine single com- 
panies and the second section of four 
double companies. This released 312 off- 
cers and men for duty with other active 
units. The study also resulted in the 
consolidation of fire-fighting equipment | 
and personnel in strategic locations, the | 
abandonment of fire stations no longer 
needed, the erection of two new stations 
in Manhattan and in two more which 
are being erected in Queens.” 


COSGROVE SPEAKS IN NEWARK 

John N. Cosgrove, director of public 
relations and education of the Amer: 
can Insurance Group, spoke October 3 
on “Visual Aids to Education” at the 
opening session of the Newark Insur 
ance Class sponsored by the New Jersey 
Association of Insurance Agents. Mr: 
Cosgrove, using slides to illustrate his 
talk, demonstrated the effectiveness 0! 
visual aids in orientating students an 
new employes to the insurance busines 
The slides were part of a group ust? 
extensively in the education department 
of the American Insurance Group. 


Big Bill 


(Continued from Page 17) 














4. Fire insurance for home office 
hangars, maintenance buildings 
passenger terminal space, reset 
vations space and the furniturt 
and fixtures in them; 

5. Fidelity insurance of 
types; 

6. Insurance against possible dat 
age at airports—to airport wile: 
ings, airport equipment, perso 
and property, and other aircral 
at the airport; : 

7. Miscellaneous insurance such # 
for plate glass, spare parts, ne 
signs, etc. : 

“All of this insurance represents ‘ 
heavy wing-loading on our finances f 
Captain Rickenbacker concluded. 


various 


FREDERICK R. HARVEY DIES 
Frederick R. Harvey, 72, insuranc 
broker of Toronto, Ont., died in a Tor. ; 
onto hospital, October 13 after a bre 
illness. 
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Six British Marine P. & I. Writers 
Establish $5,000,000 Fund in U.S. 


T. S. Wilding, chairman of the ae 

‘hunal comprising various representa- 
ong six non-admitted British Mutual 
Marine Insurance Associations specializ- 
ing in the writing of marine protection 
and indemnity insurance, has authorized 
the following statements through William 
B. Mendes of the New York law firm of 
Mendes & Mount: 

“With approval and cooperation of the 
British Treasury, the Bank of England 
and the British Board of Trade, funds 
aggregating more than $5,000,000 have 
been set up as trust funds under the laws 
of the State of New Jersey by the Lon- 
don Steam-Ship Owners’ Mutual Insur- 
ance Association Limited, the Standard 
Steamship Owners’ Protection & Indem- 
nity Association Limited, the United 
Kingdom Mutual Steam Ship Assurance 
Association Limited, the West of Eng- 
land Steam Ship Owners’ Protection & 
Indemnity Association Limited, the Sun- 
derland Steamship Protecting & In- 
demnity Association and the Britannia 
Steam Ship Insurance Association 
Limited. 

Fidelity Union of Newark Trustee 

“The trust cannot be revised or re- 
yoked prior to February 19, 1965, without 
the consent of the trustee. 

“The Fidelity Union Trust Company 
of Newark, N. J., has been appointed 
trustee, and the necessarv legal docu- 
ments have been executed. The funds 
were recently deposited with the trus- 
tee. 

“The trust instrument impresses the 
initial deposits of $5,000,000 and all 
U.S.A. dollar premiums with a trust in 
favor of the associations’ American pol- 
icyholders and provides for the orderly 
approval and payment of their claims 
out of the trust funds. The instrument 
also vests title to the trust funds in 
Fidelity Union Trust Company as trus- 
tee. 

“The agreement provides that the 
trustee must be a bank or trust com- 
pany organized under the laws of the 
United States of America or a state 
thereof and that it shall be a member 
of the Federal Reserve System in the 
United States of America. 

“The prime purposes of the trusts are 
to insure that payment to American 
policyholders will be made in American 





Home Makes Berlenbach 
Asst. General Adjuster 


The Home Insurance Company has 
announced promotion of Joseph Berlen- 
bach to the position of assistant gen- 
eral adjuster, Mr. Berlenbach, formerly 
manager of the loss division of the 
Home's metropolitan department, will 
continue to fulfill the duties of that 
Position. He has had over 21 years ex- 
perience in the loss field. 


Brooks Succeeds Murrey 


As Okla. Bureau Manager 


Due to continued ill-health, I. B. 
Murrey, Tulsa branch manager of the 
Oklahoma Inspection Bureau, retired 
fom active business, October 1. He has 
been associated with the bureau for 
More than 42 years. He is succeeded 
by William S. Brooks, who has been 
with the bureau for about 40 years, hav- 
Ing received his early training in the 
lahoma City office before being trans- 
ttred to Tulsa, to service oil properties. 


NATIONAL FIRE STATE AGENT 

Wai ET, Forkel, vice president of the 
_attonal Fire Group, has announced re- 
'rement of Special Agent A. R. Holli- 
ay and the advancement of Special 
rl W. H. Buesching to state agent 
Sinn ee of the southern Illinois field. 
Gj tate Agent Buesching has been asso- 
lated with the Western Department of 





the National Fire Group since 1933. 


dollars irrespective of fluctuation in the 
value of the pound sterling and that in 
the event communications are interrupted 
due to war or other cause, funds will 
be readily available to meet the claims 
of American policyholders. 

“Copies of the trust agreement will 
in due course be made available to. inter- 
ested parties.” 


Pa. Hearing on New Rules 


For Uniform Accounting 


Insurance Commissioner James F. 
Malone, Jr., of Pennsylvania has agreed 
to allow insurance companies to use the 
new uniform accounting methods start- 
ing January 1 although legally they do 
not go into effect May 1, 1950. 
A hearing was held by the Insurance 
Department in Harrisburg last week on 
the new regulations which conform to 
those recommended by the National As- 
sociation of Insurance Commissioners. 


until 


Field Elected Director of 


Pacific National Fire 
The Pacific National Fire, through its 
president, John L. Mylod, announces 
that Walter H. Field, prominent busi- 
ness man and investor of Modesto, 
Calif., has been elected a member of 
the board of directors. Mr. Field, besides 
being identified with numerous Cali- 
fornia business and financial interests, is 
active in the American Legion, Modesto 
Rotary Club, Shrine Club and other 
fraternal organizations. 








Siconsa avs | 





= Service with a smile means more... 


Insurance like any business depends on pleasant associations 
for the best results. In our dealings with brokers 
we find that smile invaluable. 


teseeeeeeeeeeeeereeseees MINNER and BARNETT 


INCORPORATED 


Manager, Metropolitan Department 
American Guarantee & Liability Insurance Company, New York 
Zurich General Accident & Liability Insurance Company, Ltd. 


== Zurich Life Insurance Company of New York 


| Zurich Fire Insurance Company of New York 


55 John Street, New York, N. Y. 
189 Montague St.. Brooklyn, N. Y. 











Page 28 


the 50th Year 





———— 


. THE 








an tS 


UNDERWRITER 









———____f 












Our 50th Year 






October 21, 1949 











Weichel Kills Chances of War Risk 
Bill Passage by Congress in 1949 


The continued filibuster by Represen- 
tative Alving F. Weichel of Ohio has 
prevented Congress from passing in 1949, 
unless a special session is called this 
year, legislation authorizing the govern- 
ment to write marine war risk insurance 
on cargoes and hulls. For the second 
successive week Weichel monopolized 
the hearing by a House Merchant Ma- 
rine subcommittee on the Bland bill, 
H. R. 6061. The hearing was held in 
Washington on October 11. 

The measure was fully endorsed by the 
White House and the marine insurance 
and shipping industries. He took up 
where he left off last week in his ques- 
tioning of Maritime Commission officials, 
in an effort to substantiate his charges 
of gross inefficiency by the commission 
and the War Shipping Administration in 
the handling of wartime marine insur- 
ance. He repeated his accusations that 
the marine companies and underwriters 
had amassed huge profits from invest- 
ment of government funds paid to them 
as premiums. 

Bland Pleas Unavailing 

Even a plea by Committee Chairman 
Schuyler Otis Bland (D., Va.), who at- 
tended the subcommittee hearings, that 
Weichel halt his probing tactics and al- 
low the proposed bill to be discussed, 
had no effect on the former Ohio prose- 
cuting attorney. 

Bland pointed out that if standby au- 
thorization to write war risk insurance 
is not given the Maritime Commission, 
and an emergency arises, with ships and 
cargoes uninsurable, the situation will 
be highly critical. “No bill pending be- 
fore this committee is more important,” 
Bland declared. “Upon it depends largely 
the existence of our merchant marine. 
People with goods are not going to sell 
and ship them without protection of ade- 
quate insurance.” 

Bland said he would be willing to back 
a formal investigation of Weichel’s 
charges at a later date, if he would yield 
the floor for testimony of the bill by 
shipping and insurance industry repre- 
sentatives who had come down from 
New York for the second time. 

Weichel, however, was adamant. No 
action to revive government war risk in- 
surance should be taken, he said, with- 
out “a full and complete investigation of 
the insurance setup” during the last war. 

Not only did he refuse to suspend his 
questioning, but insisted that the com- 
mission officials remain on the witness 
stand, even though B. K. Ogden, Com- 
mission Insurancce Division chief, re- 
peatedly told Weichel he was not fa- 
miliar with many of the points on which 
he was being questioned. 

Asked by Representative William Bar- 
rett (D., Pa.), if anyone present knew 
the answers to Weichel’s queries, Ogden 
named Percy Chubb, wartime insurance 
head of the War Shipping Administra- 
tion, who was on the scene to testify for 
the marine insurance industry. Barrett 
suggested that Chubb be called to the 
stand. 

Weichel, however, refused. He main- 
tained that, since the commission would 
be in charge of any government war risk 
insurance program, its members should 
be conversant with all phases of the past 
program. He obviously was pressing the 
advantage of Ogden’s vagueness on many 
points to sustain his contention of in- 
efficiency within the commission. 

Hearings Are Adjourned 


Subcommittee Chairman Edward J. 
Hart (D., N. J.), finally gave up his at- 


tempts to persuade Weichel to desist. 
Pointing out that under parliamentary 
rules Weichel could continue to hold the 
floor as long as his questions were rele- 
vant to the subject, Hart said, “the com- 
mittee is completely at the mercy of the 
present questioner.” 

The end of the session imminent, Hart 
said, he did not feel it would be fair to 
keep committee members and witnesses 
“sitting around,” so he adjourned the 
hearings. 

Weichel later said he would press for 
a special Congressional investigation of 
his charges next year. Past operations 
of the Maritime Commission, the War 
Shipping Administration and the marine 
insurance companies should be examined 
in full. 

During his two-hour “monologue,” 
Weichel repeated the charges he made 
last week. While he did not directly ac- 
cuse underwriters of misappropriating 
funds, he intimated that this might have 
been done or, at any rate, could have 
been accomplished without the govern- 
ment’s knowledge. 

But, despite repeated suggestions by 
Ogden and committee members that he 
question Chubb, acknowledged to be the 
man best qualified to clear up the mat- 
ter, Weichel would not allow him to take 
the stand. 





Weichel Proposal 


(Continued from Page 1) 


of some 80 companies and more than 
125 “underwriting agents,” that the in- 
terests made and retained $18,000,000 
from investments of these funds, and 
that, of the total of $168,000,000, they 
paid out only about $25,000,000 in losses. 

Under the Weichel resolution, a special 
five-man committee would examine the 
insurance activities of the Maritime 
Commission and the War Shipping Ad- 
ministration, with particular reference 
to the disposition of the insurance pre- 
mium payments. 





BURKE N. J. TREASURER 
The New Jersey Insurance Fieldmen’s 
Association has elected Edwin C. Burke, 
state agent of the Automobile, as 
treasurer. 


“Accidental Loss” Doesn’t Exclude 
Negligence Auto Claim Men State 


Members of the Automobile Claims 
Association of New York gave major 
consideration at their luncheon meeting 
on October 13 at Millers Restaurant to 
the question whether negligence by an 
assured, which contributes to a loss, es- 
tablishes a legal ground for an insurer 
to deny liability. Most of those who 
spoke contended that negligence, unless 
it is associated with an attempt to de- 
fraud, is not a legitimate defense against 
a claim; and that accidental loss does 
not exclude claims arising partly from 
thoughtlessness, carelessness or negli- 
gence. 

Kenneth R. Buckton, Globe & Rutgers, 
president of the association, presided. 
Five new members were elected as this 
meeting. They are William Lind, inde- 
pendent adjuster; Robert R. Cubbin, 
Phoenix of Hartford; Clifford E. Gun- 
dersen, Home; Thomas F. Costello, 
Providence-Washington, and Bernard 
Warshower, Reliance Service Bureau. 

Howard A. Kochendorfer, an attorney 
and supervisor of automobile material 
damage claims for the Atlantic Mutual 
Companies, discussed legal interpreta- 
tions of accidental loss under automobile 
physical damage policies. If an insured 
does not place his car at the scene of 
an accident with the wilful intent that 
it should be damaged, even though the 
possibility of damage is foreseen, then 
loss which results still is called “acci- 
dental” under the terms of the insurance 
policy he said. 

To place a narrow or limited construc- 
tion on accidental, Mr. Kochendorfer 
continued, “would greatly limit the cov- 
erage of insurance policies. There is no 
doubt that in a great number of cases, 
where damage results to property of the 
insured or to the property or person of 
another, such damage or injury results 
from some carelessness or negligent con- 
duct on the part of the insured, and we 
could say that in view of the gross 
lack of care on the part of the insured 
he should reasonably have anticipated 
the harmful result. 

“Yet if he should so recklessly operate 
his automobile that he were to collide 
with another, we would nevertheless say 
that he was involved in an accident. 
There is no doubt that the insured wil- 
fully exposed his car to possible dam- 
age and that he was negligent in so 
doing, but the damage was nevertheless 
accidental in that the insured did not 
intend that such damage should occur 
and that the resulting damage was by 
no means a certainty, but only a likely 
possibility.” 

Mr. Kochendorfer cited the case of 
the American Indemnity v. Jamison in 
which the plaintiff's automobile was 
damaged as a result of its negligent op- 


eration by his wife. The carrier con 
tended that operation of the car jn al. 
leged violation of the law relieved jt of 
liability. The court, however, said that 
“to give the word accident the restricted 
meaning cited by appellant in support of 
its contention ‘to be an occurrence to 
which human fault does not contribyte’ 
would reduce the insurance clause t 
cover only those unusual and unexpected 
accidental collisions and upsets of ap 
automobile happening without negli. 
gence. 

“We do not find this to be the rule of 
construction placed upon the word, Jy 
legal contemplation ‘accident’ represents 
the opposite of ‘intent’ and in its most 
commonly accepted meaning the word 
denotes an event that takes place with. 
out one’s foresight or expectation, and 
does not exclude that human fault called 
negligence but is recognized as an or. 
currence arising from the carelessness 
of men.” 

Another question discussed by the 
claim men was whether an_ insurance 
company would be liable under the com- 
prehensive section of an auto policy for 
rain damage to seat covers occurring as 
a result of car windows being left open, 
The general opinion here again was that 
insurers would be liable, assuming the 
damage was accidental and not wilful, 


In recent days many companies have 
received claims for damage done to 
paint on cars in Louisiana following the 
recent hurricane. It is pointed out that 
the paint blistered and broke several 
days after the heavy rainfall accompany- 
ing the windstorm. The question is 
whether this paint damage is directly re- 
lated to the windstorm or is the result 
of wind and rain action on_ inferior 
grades of paint which were used gen- 
erally in this country during and imme- 
diately after the war years. 





Great Lakes Auto 


Licensed in Illinois 

Great Lakes Automobile Insurance 
Group of Chicago has been licensed by 
the Illinois Insurance Department to 
write all lines of automobile insurance. 
This organization has just been launched 
at Chicago with Stanley H. Nylen, local 
agent, aS manager of the management 
company, Great Lakes Investment Co, 
with which the insurer is affiliated, and 
also the president. 

Great Lakes has qualified with the 
Illinois Department to transact business 
in the state and is getting into pro- 
duction. I will write initially through 
solicitors, but also will seek business 
throughout the state from agents and 
brokers. 
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VanderFeen Addresses 
Accountants’ Meeting 


SPEAKS AT FALL CONFERENCE 


Discusses Accepted Practices in Deter- 
mining Unearned Premium Reserve 
in Fire and Casualty Lines 





In a lengthy paper accompanied by 
explanatory exhibits, C. G. VanderFeen, 
comptroller, National Surety Corp., pre- 
ented “Some Notes on Accepted Prac- 
‘ices of Determining Unearned Premium 
Reserve in Casualty and Surety Lines 
of Business,” before the fall conference 
of the Insurance Accountants Associa- 
tion at Boston, October 21. 

Mr. VanderFeen expressed the hope 
that the gathering together of accepted 
practices may be of material value to 
any new companies now writing casu- 
ality insurance as well as to fire compa- 
nies which may be contemplating writ- 
ing casualty and surety lines direct as 
permitted under the multiple line powers 
in effect in an increasing number of 
sates. He confined his paper to ac- 
cepted formulae which can be applied 
manually or by accounting machines on 
either a fractional or decimal basis. 

Mr. VanderFeen said he was omitting 
any outline of the legal requirements of 
the various states, particularly as to 
whether premium reserve computations 
are accepted optionally on the so-called 
“40% method,” “the annual pro rata 
method,” or what is termed the “semi- 
annual pro rata method.” He said it 
would be assumed that in the interest 
of accuracy and practices which have 
proved acceptable in numerous conven- 
tion examinations, as well as examina- 
tions by New York Insurance Depart- 
ment examiners, the method of computa- 
tion used is “semi-monthly pro rata.” 

Unique Treatment Required 

“The ‘50% method’ is applicable pri- 
marily only to business written on an 
annual premium basis and assumes that 
a company writes an even amount of 
business each month,” Mr. VanderFeen 
said. “Generally this is not so. In addi- 
tion, the use of a 50% basis results in 
distortion for such lines of business as 
Massachusetts statutory automobile, 
which all expires on or about midnight, 
December 31, annually. It makes no 
real allowances for the unique treatment 
required on deposit premiums for poli- 
clés written subject to audit on other 
than an annual basis, or for the proper 
computation of reserves on three-year 
policies, the premiums of which are pay- 
able in three annual installments and 
provided a company sets up each an- 
tual installment of premium on its due 
date, 

‘The annual pro rata method means 
that, in the case of three-year term busi- 
hess, one-sixth of the three-year pre- 
mum is earned in the month the busi- 
Ness is written, one-third in each of the 
next two anniversaries and one-sixth in 
the month of expiration. If the business 
i force for all months of a given term 
were the same, this method would pro- 
duce the same result as the semi-monthly 
Mo rata method. Of course the busi- 
Ness in force is not the same for all 
ipations, and thus under this proce- 
ps there will arise a difference in the 
calculated reserve which may be under- 


sta si ; 
| Stated or overstated at any time. 


“ 
e The end result of computing a cor- 
Ct unearned premium reserve is to 





i thereto the 


of ae correct earned premiums; these 
writs se are determined by taking 
ngs for the period and adding 
at fete unearned premium reserve 
ginning of the period, if any, 














Raiden Keystone 


C. G. VANDERFEEN 


and subtracting from the total of these 
two items the unearned premium reserve 
at the end of the period.” 
After going into the subject of ac- 
(Continued on Page 36) 





To Honor Viscount Knollys 
On Visit to St. Louis 


Viscount Knollys, managing director 
of the Employers’ Liability Assurance 
Corp., will be guest of honor at a 
luncheon at the Missouri Athletic Club, 
St. Louis, October 26. In the afternoon, 
he will meet press and radio representa- 
tives there. He arrived in New York 
from London a short time ago and ex- 
pects to spend about a month in the 
United States and Canada. 

Viscount Knollys will be accompanied 
on his St. Louis visit by Edward A. Lar- 
ner, executive head of the Employers’ 
Group in the United States; Shaw Ken- 
nedy, assistant to the managing director; 
Lee Oliver, personal assistant to Mr. 
Larner and assistant Deputy Manager 
Curt H. G. Heinfelden, Jr., from the 
United States head office at Boston. 





Surety Association Elects 
Three New Fire Companies 


The executive committee of the Surety 
Association of America has elected to 
membership in the association the Na- 
tional Fire Insurance Co. of Hartford. 
The Boston Insurance Co. and the Old 
Colony Insurance Co. also have joined 
the association. This brings the total 
membership to 51 companies. 

Other fire insurance companies are ex- 
pected to join the association in the near 
future. 





O’CONNOR AT ST. LOUIS 
Edward H. O'Connor, managing di- 
rector, Insurance Economics Society of 
America, will be speaker at the luncheon 
meeting of the Accident & Health Un- 

derwriters of St. Louis, October 27. 
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Gravely Named Secretary 
Of Home Indemnity Co. 





Brown Bros. 


WARREN L. GRAVELY 


The Home Indemnity Co. announces 
the appointment of Warren L. Gravely 
to the position of secretary. Mr. Gravely, 
secretary of the Home Insurance Co. 
with supervision of that company’s op- 
erations in Texas, will also supervise 
the Home Indemnity’s interests in that 
area. He will continue to make his head- 
quarters at Dallas. 

A native of Texas, Mr. Gravely re- 
ceived his education at Southern Meth- 
odist University. His entire insurance 
career has been with the Home Insur- 
ance Co. He served as a state agent in 
Texas until 1945 when he was trans- 
ferred to Richmond, Va. as state agent. 
In 1947, Mr. Gravely was transferred 
to the southern department of the Home 
in New York and elected assistant secre- 
tary. In June, 1949, he was made secre- 
tary of the Home Insurance Co. 





National Surety Sets Up 
Forum on Backman Book 


President Ellis H. Carson of the Na- 
tional Surety Corp. is setting up a 
forum for the company to analyze 
“Surety Rate Making—a Study of the 
Economics of Suretyship,” by Dr. Jules 
Backman, chapter by chapter. All of- 
ficers and department heads of the 
company are participating in the dis- 
cussions. 

The first meeting of the series was 
held October 14, when Elmer Anderson 
of the Surety Association of America, 
publisher and sponsor of the book, de- 
livered a lecture on it. 





Alex P. Clark, Jr., 44, Dies 

Alex P. Clark, Jr., 44, bonding mana- 
ger, Conkling, Price & Webb, Chicago 
general agent of the Fidelity & Deposit 
Co., died suddenly of a heart attack 
carly in morning of October 16. He 
joined F. & D. in February, 1931, and 
was assigned as a special agent at Har- 
risburg, Pa., in October, 1931. He was 
appointed assistant manager, bond de- 
partment of Conkling, Price & Webb in 
September, 1938. He was made manager 
in October, 1947. He is survived by his 
wife, one son and a daughter. 





FORMS ENGINEERING CLASSES 
Instruction in insurance for casualty 
engineers will be offered again this fall 
by the School of Insurance of the In- 
surance Society of New York, Dean 
Arthur C. Goerlich announces. The 
classes will open on October 25, and 
will be held twice a week, Tuesdays and 
Thursdays, from 4 p.m. to 6 p.m., for 
two semesters. 
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Conduct Advertising “Clinic” 


Advertising Men Debate Several Types of Media; 
Hurd Leads Round Table Discussions; 
Accent on Usefulness to Agent 


Old Point Comfort, Va., Oct. 17—The 
26th annual meeting of the Insurance 
Advertising Conference here at Hotel 
Chamberlin got off to a fine start this 
morning at a round table discussion, led 
by E. R. Hurd, Jr., American-Associated 
Cos. of St. Louis, which lived up to its 
program billing of “A Practical Adver- 
tising Clinic.” The session opened with 
welcoming remarks by Joseph A. Gern- 
hardt, National Surety Corp., who is IAC 
president, followed by Mr. Hurd’s intro- 
duction by Dwight P. Ely, Ohio Farmers, 
who, as vice president of the conference, 
arranged the program for this gathering 
with the cooperation of Robert E. 
3rown, Jr., Aetna Affiliated Cos., and 
Ronald Jarvis, Jr., of the Spectator. 
Theme of the meeting was “Advertising’s 
Part in the Insurance Business.” 

Accent at this session was placed on 
increased usefulness to local agents in 
paving the way for insurance sales. 
Chairman Hurd sounded the keynote 
when he said at the outset that prac- 
tical advertising is a means to enable 
an agent to do a job of either long range 
prestige building or direct selling quicker 
than he can do it himself. He pictured 
insurance advertising managers as hav- 
ing split personalities in that they must 
be both insurance men and advertising 
experts, and possessed of the ability to 
be educational advisers to the producers 
and counselors to other home office de- 
partments on sales promotional matters. 


Smitheman Pleads for Simplicity 


As lead-off speaker on the panel, Clark 
W. Smitheman, Insurance Co. of North 
America, discussed “helping the agent 
to sell himself through company adver- 
tising.” Maintaining that the copy writer 
should put himself in the place of the 
agent in the preparation of direct mail 
material, Mr. Smitheman pleaded that 
plain, simple words should be used 
rather than technical words confusing to 
both agents and the public. If the com- 
pany’s name is used at all in leaflets— 
and the present trend is to omit it—it 
should be set in small type, he felt. 

Mr. Smitheman put on display what 
he described as “horrible examples” of 
direct mail pieces, one of which was a 
folder on the comprehensive personal lia- 
bility policy issued by the Employers’ 
Group and titled, “The Best $10 Worth.” 
He thought that it was too impersonal 
and contained too many technical ex- 
planations to enable the reader to get a 
clear impression of the coverage. How- 
ever, Ralph C. Blatchford, advertising 
manager of the Employers’, said in quick 
response that this folder (which he had 
inherited when he joined the company) 
was one of the most popular among 
agents and requests are continuously 
coming in from the field for it. 

Mr. Blatchford, in referring the 
agent's reprint space, said that it is 
now provided for on the front cover of a 
folder rather than on the back, page. He 
has also experimented with the idea of 
having agents submit biographical facts 
about themselves to be printed in the 
leaflets which they order, but surpris- 
ingly, he said, the response to this in- 
vitation was not good. 


Hurd on Direct Mail 


Mr. Hurd’s slant on writing direct mail 


By Wattace L. CLapp 


copy is that the pattern should not nec- 
essarily be to express it in the agent’s 
language but in the language of the ad- 
vertising man. He agreed with Mr. 
Smitheman that “we should not get in- 
volved in technical language” and sug- 
gested that a “saving clause” be inserted 
in small type in the folder to the effect 
that “this is a resume of the coverage 
offered under this policy.” 

One big problem presents itself in di- 
rect mail preparation and that is the re- 
quirement that ad managers must sub- 
mit their copy to the underwriters for 
approval before a leaflet job goes to the 
printer. Sometimes a lot of changes are 
made and the simple words used by the 
copy writers are replaced by technical 
or legal expressions. To avoid the head- 
aches in this connection Mr. Smitheman 
said he has an understanding with his 
management that the folders prepared 
by North America’s advertising depart- 
ment are not designed to be legal docu- 
ments and therefore, legal or technical 
terminology need not be used. 

Mr. Blatchford put on the record that 
the purpose of leaflets should not be to 
sell insurance but rather “to create 
enough interest on the part of the pros- 
pect or policyholder so that he will be 
in a receptive mood to listen when the 
agent calls.” In other words, their pur- 
pose is accomplished if they “open the 
door” for the agent. 

As a final thought on this subject, Mr. 
Hurd wondered if the IAC should not 
follow up its recently published direct 
mail manual with a new booklet on 
“Insurance Advertising Fundamentals.” 
The many talks he has made at agency 
gatherings, he said, have convinced him 
that producers are eager to learn more 
about the general uses of advertising. 
Such a booklet could supplement the 
efforts of company special agents in pro- 
viding the needed information. 


Budlong on Trade Journals 


As the second speaker on the panel, 
Theodore W. Budlong, National Board 
of Fire Underwriters, touched off a 
lively discussion on “our advertising 
space in the insurance press” when he 
declared: “Instead of finding ways and 
means of doing less advertising in the 
trade journals, let’s find ways of doing 
more and more.” Although he has lis- 
tened to and read some excellent an- 
alyses of trade paper circulation and 
readership, he did not think that such 
analyses should be the final measuring 
rod as to what papers should be used. 
“Let’s stop worrying and relax,” he said. 
“Usually our managements will decide 
to continue advertising in both the big 
and the little papers on our schedules. 
So let’s keep the insurance press on our 
side, work together with them in in- 
terpreting industry problems, and above 
all, keep them friendly.” 

As to national tie-ins, Mr. Budlong 
said: “It is a lazy job when a company’s 
advertising in the insurance press is 
identically the same as what the com- 
pany uses in the national magazines.” 
He felt that ad managers should key 
their trade paper ads to the reader audi- 
ence of the particular magazine. How- 
ever, Mr. Budlong did not receive much 
support in this suggestion. For one 
thing, it would cost too much. Also, as 
Newton C. Hawley, National Fire Group, 
pointed out, there is a definite advantage 


in running the same message in the 
various trade journals. The main appeal 
should be to the agent “as our immedi- 
ate customer” in such copy, another ad 
manager declared. 

In the ensuing discussion there were 
both pro and con viewpoints expressed 
as to the advisability of running more 
advertising in the insurance journals. On 
the pro side, one speaker said that more 
advertising would enable the insurance 
press to hire better editorial men. An- 
other was opposed to supporting the en- 
tire insurance press, estimated at 78 pa- 
pers. “Let’s put it on a business basis. 
I don’t think the papers need to ask us 
for support. The sooner we get away 
from the ‘support idea’ the better it will 
be for them and for the companies. The 
sales presentation should be on the merit 
of the paper. If the trade journal’s repre- 
sentative does a good job in that respect, 
I'll listen.” 

Summing up, Mr. Budlong said that 
an intelligent approach to the trade press 
should be an IAC objective. He hoped 
in this respect that the decision would 
be to buy more trade journal advertising. 


Hussey Pinch-Hits for Darrow 


In the absence of W. W. Darrow, free 
lance artist, who had been assigned the 
subject, “Making Pictures Tell More of 
the Advertising Story,” his talk was 
read by Ambrose W. Hussey of the 
American Agency Bulletin. 


Mr. Darrow said that the more the pic- 
ture can tell the story of the advertise- 
ment, the better it will pay its way. 
Readership surveys disclose that more 
people remember an_ illustration and 
headline than those who follow through 
on the copy story. “So it is of greater 
value to get the story through to the 
hit-and-run reader, knowing that his 
kind will not generally read copy unless 
he is particularly interested in the prod- 
uct or service advertised and is in the 
market for it,” the speaker declared. 

Wherever possible Mr. Darrow prefers 
a simple, strong, poster-like type of illus- 
tration that is custom-tailored to the 
main idea of the advertisement. “Give 
it the punch that puts at least the im- 
portant part of the ad message across 
at a glance,” he urged. 


Story May Be Complex 


“Frequently the story to be told is un- 
avoidably complex. One main illustra- 
tion cannot do the job without being 
cluttered and confused with too much 
detail. For example, some of the package 
forms of insurance demand more units 
of illustration. The layout for this type 
of advertisement makes further use of 
illustration by featuring the basic idea 
in the future picture and _ following 
through with spots covering salient ele- 
ments in the copy. There is nothing 
original in this treatment but it is sound 
advertising.” 

The speaker gave recognition to clever 
advertisements and admitted that  in- 
triguing ideas, unique techniques “every 
so often stop the show.” But he warned 
that there is danger in being too clever 
or too subtle. He also paid his respects 
to the trite, or “dumb” advertising illus- 
trations. Usually they show a man 
smirking into a telephone, two men at 
a desk, or a glamour girl with no place 
to go. They have no attention value or 
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New IAC Officers 











DWIGHT P. ELY 


Old Point Comfort, Va., Oct, 1 
Dwight P. Ely, production manager, 
Ohio Farmers Insurance Co., was elected 
president of the Insurance Advertising 
Conference here today. Advanced from 
the vice presidency, he succeeds Joseph 
A. Gernhardt, advertising manager, No- 
tional Surety Corp., who becomes a 
member of the executive committee. 

Alfred E. Duncan, Jr., sales develop- 
ment mananger, Fire Association, wh 
was secretary-treasurer, was elected vice 
president and Ralph C. Blatchford, ad- 
vertising manager, Employers’ Liability 
Assurance Corp.,  secretary-treasurer, 
Margaret C. Ellson, assistant personnel 
director, Fire Association, was named to 
the newly created post of executive sec- 
retary. 

In addition to Mr. Gernhardt, the ex- 
ecutive committee is composed of the 
following: John N. Cosgrove, American 
Insurance Co.; J. F. White, Maryland 
Casualty Co.; and C. J. Fitzpatrick, 
United States Fidelity & Guaranty ( 

Mr. Ely, the new president, was edt 
cated at Ohio State University and en- 
tered insurance with the Ohio Inspection 
3ureau. He served with the bureau for 
eight years and then joined the Ohi 
Farmers as a field engineer 24 years 
ago. For the past 13 years he has been 
production manager with headquarters 
at Columbus, Ohio. — He is a past presi 
dent of the Ohio Fire Prevention Ass0- 
ciation. 





appeal to emotion in his opinion, and he 
did not recommend their use. 


Must Be Up to Standard 


Speaking of photographs, Mr. Dar 
row said that properly done, “they ca 
be strong, arresting and_ convincing. 
However, as in other commercial art, the 
photograph must be up to a_ standati 
both as to subject handling and repto- 
ductive quality. Likewise, he felt the! 
photographs have their place and als 
their very definite limitations. He said: 
“They are useful in getting pictures 0! 
scenes, buildings, products or processt 


which would be impractical to hat 
photographed by assignment. — Stock 
‘posed’ pictures, however, are useless 


You can never get just the picture fot 
the purpose and you are forced to strett! 
your imagination to angle a_headlint 
and copy to go with it. It is far better 


to create a picture to -fit your requ} 


ments.” 


Answering the question, “Is good arf 


work necessary ?” Mr. Darrow said: “At 
work must be good for its purpose. 

you are getting out a ; 
printed piece where much art expense" 
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Minor on Educational Advertising 


Says Advertising Should Be Slanted Upward Toward Fields of 
Educational and Public Relations Values, W herein 
Lies Hope for Future Progress of Business 


Old Point Comfort, Va., Oct. 18.—Ex- 
pressing the belief that insurance adver- 
tising should be slanted more and more 
toward the fields of educational and 
public relations values, Claude D. Minor, 
president, Virginia Fire & Marine In- 
surance Co., addressed the closing ses- 
sion of the Insurance Advertising Con- 
ference here today on the subject: “Ad- 
yertising Is Educational (or vice versa).” 

Advertising, said Mr. Minor, is a sales- 
man and the chief difference between 
advertising and the individual salesman 
is that “the salesman singles out one 
person at a time and concentrates on 
that person whereas advertising, as a 
rule, exerts its powers upon the masses. 

“Moreover, in advertising there is a 
lack of the human touch, so to speak, 
which prevails with the salesman to in- 
fluence a close right now once interest 
has been aroused and desire created. In 
such a comparison it is somewhat ax- 
iomatic that the concentrated powers of 
the individual salesman must be more 
productive immediately in the individual 
case. 

Salesmen Must Be Productive 


“But this fact is well known to you 
and other advertising specialists, hence 
your objective would seem to be that of 
making the pathway of the individual 
salesman more easy by having your ad 
vertising copy so good as to get the 
attention of those who see it, arouse 
their interest in what your copy has to 
say, through repetition create a lasting 
impression, and in the end cause that 
inluence which will bring about accept- 
ance when the opportunity is presented or 
when the desire becomes strong enough 
to produce motivation in that direction. It 
your copy or your direct mail pamphlets 
or other material is good enough to 
bring about a realization of this objec- 
tive, you have done an excellent job. 

“In my estimation the advertising ex- 
ecutive must be a psychologist. Certainly 
this is true of one who fills such a posi- 
tion with an insurance company. By this 
I mean that the advertising executive 
must be one who can prejudge human 
behavior and who knows what will influ- 
ence that behavior. To do this he must 
know himself.” 

_Mr. Minor said the advertising execu- 
tive of an insurance company must be a 
psychologist because in no field of busi- 
ness in the United States does public 
relations or human relations play so im- 
portant a part as it does in the field of 
insurance, 


Advertising Is Educational 


Advertising, he continued, is educa- 
tional and actually it cannot be other- 
wise. “But I wonder,” he said, “if by 
Placating ourselves with such a premise 
we would be fair to ourselves or would 
be fair to those whom you attempt to 
serve!” 

Turning to advertising in insurance 
publications, Mr. Minor said that, since 
accepting the invitation to address the 
IAC, he had undertaken a meticulous 
and critical review of the advertising ap- 
pearing in insurance periodicals of to- 
day. He said he had discovered that for 
the most part, the advertisements which 
appear in the most prominent insurance 
Magazines “are distinctly negligible in 
their appeal, in the influence they exert 
and the degree of educational value they 





CLAUDE D. MINOR 


Possibly this is the desire of 
those responsible for the advertisements. 
But if this is the case, there are a lot 
of useful space and an aggregate ex- 
penditure of substantial proportions 
which could and should be directed to- 
ward more constructive ends. 

“When reviewing the insurance maga- 
zines to which I have referred, I had 
an urge to make a count of those insur- 
ance advertisements appearing therein 
and to analyze them from the stand- 
point of their degree of educational 
value. It is not my desire to burden you 
with a lot of details as to the results 
of my inquisitive mind in this direction, 
but I do believe you will be interested in 
knowing just what I found in one of the 
September issues of one of our most 
prominent insurance periodicals. I found 
that in this particular issue there were 
93 insurance advertisements. In 85 of 
these advertisements the degree of edu- 
cational slant or value was distinctly nil. 


possess. 


Have Educational Slant 


“For the most part, these advertise- 
ments were nothing more than the name 
and address of the company or agency, 
in some cases supplemented by the types 
of coverages or risks which they write 
and which they emphasize as leaders. 
The eight other advertisements in this 
particular issue did have some degree of 
educational slant or value, but according 
to my appraisal this degree on an aver- 
age was entitled to no more than a 
twenty plus rating, with the top rating 
for any individual advertisement being 
not more than fifty plus. From the 
standpoint of appeal (that is, the getting 
of one’s attention), the first mentioned 
85 had no more of it than a black widow 
spider in comparison to a Lana Turner. 
But the other eight did have appeal, this 
varying in them from the reasonably 
mediocre to practical perfection. 

“No one realizes any more than I do 
that the test I applied as to the adver- 
tisements which appeared in one issue 
of one prominent insurance magazine 
cannot be used as the basis for saying 
that all insurance advertising is on the 
same plane and of the same quality. 
This is not the case at all. Many of 
those advertisements which I reviewed 
were written only to keep the name of 
the company or the agency before the 
readers of the periodical. There was no 


attempt to make them perform any other 
function. Moreover, the copy which ap- 
pears in our trade magazines reflects 
only one segment or cross section of the 
functions and aims of an advertising ex- 
ecutive. 

“In spite of these admissions of fair- 
ness, however, it is my belief that the 
very spirit of insurance advertising ever 
should be slanted more and more to- 
ward the fields of educational value and 
public relations value. These are the 
two fields in which insurance has made 
the greatest strides during the past 
couple of decades, and they are the two 
fields in which our hopes lie for the 
progress of our business in the future. 

“The advertising executive with an in- 
surance company has a position of real 
responsibility. To a prominent degree, 
at least, he is the mouthpiece through 
which his company brings its messages 
to its agents, its policyholders and to 
the public at large. If he is to do the 
job that he ought to do and as well as he 
should do it, his knowledge and abilities 


must be far more expansive than the 
mere copy-writing stage. He must know 
insurance and the whys and wherefores 
of the coverages about which he is ex- 
pected to write. He must know people, 
their reactions and behavior, their likes 
and dislikes, their interests and ambi- 
tions. He must know just what an in- 
surance agent is, how insurance is sold, 
and how an insurance agency is oper- 
ated. And he must know insurable in- 
terest, whether that interest is founded 
in property values or otherwise, and he 
must know the type of insurance which 
is applicable to such interest. 

“When he knows these things and 
knows how to write good insurance ad- 
vertising copy, he will have no difficulty 
in being a top-notcher in his profession. 
Moreover, he will almost subconsciously 
slant his insurance advertising copy, re- 
gardless of its form, toward the fields of 
educational value and public relations 
value; the two fields in which our hopes 
lie for the future progress of our busi- 
ness.” 


Testimonial Presented to Gernhardt 


Retiring President Honored at Closing Session of Meeting; 
Membership Now 153; Ely Outlines Pattern of IAC 


as “Working Organization” for Coming Year 


Old Point Comfort, Va., Oct. 18—This 
morning’s program started off with a 
brief business meeting, featuring Presi- 
dent Joseph A. Gernhardt’s annual re- 
port, election of officers and membership 
report. The IAC now has 153 members, 
four more than a year ago, divided as 
follows: four life members, 62 voting or 
“A” members and 87 associate members. 
Finances are also in good shape. 

Mr. Gernhardt referred to accomplish- 
ments of the conference in the past 
year, among them being completion and 
distribution of a manual titled “Direct 
Mail Selling for Insurance Producers.” 
He congratulated Chairman John Cos- 
grove, American of Newark, and his 
committee for their excellent job in its 
preparation. 

Ely Takes Rostrum 

Following the election of officers 
Dwight P. Ely, new president, took the 
rostrum. He outlined the pattern of IAC 
in the coming year as follows: “IAC is 
a working organization. It is also a 
service organization and it is a definite 
part of the fire, casualty and surety busi- 
ness.” He was convinced that IAC will 
play an important role in the industry 
and will live up to its responsibility in 
translating the uses of insurance in 
words that the insuring public can un- 
derstand. He felt furthermore that IAC 
has already established a policy of ac- 
tive, aggressive leadership in its own 


sphere. 
Mr. Ely then introduced Ralph C. 
Blatchford, Employers’ Group, who 


spoke on what can be done by IAC 
through research. He mentioned as ob- 
jectives: Evolve a method of collecting 
information on all phases of our work; 
better dissemination of such information, 
and exchange of views on the general 
subject. One specific project in the mak- 
ing is the collecting of information on 
insurance trade journals which will be 
handled by a new committee, to be ap- 
pointed by President Ely, on which the 
insurance press will be represented. The 
emphasis, it was stressed, will not be on 
circulation. Rather, the IAC desires to 
compile data for ready reference on 
trade paper personnel, editorial policy, 
objectives, etc. Regional papers will be 


ed 





JOSEPH A. GERNHARDT 


given as much recognition as national 
journals. 
Wants Leaflet on Fundamentals 


In the absence of Sidney Holt, Aetna 
Fire, the discussion assigned to him was 
handled by Mr. Ely. He recommended 
that IAC prepare a leaflet on fundamen- 
tals of advertising. However, James F. 
White, Maryland Casualty, expressed the 
view that the IAC should avoid being in 
direct competition with the companies 
in so doing. Mr. Ely made clear that he 
did not desire to step on the preroga- 
tives of any member company; his sug- 
gestion was motivated by a desire to 
raise the standards of insurance adver- 
tising. 

The suggestion of preparing a bibli- 
ography of advertising publications was 
generally favored. The IAC poster 
service was briefly mentioned. 

Mathew Dunn, American-Associated 
Cos., who was scheduled to talk on train- 
ing of fieldmen, employes and executives 
as to value of advertising, could not at- 
tend and his subject was not discussed. 

Claude D. Minor 


was the closing 


(Continued on Page 35) 
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Gallagher Would Rid Insurance of 


Archaic, Incomprehensible Language 


Old Point Comfort, Va. Oct. 17— 
Speaking before the Insurance Adver- 
tising Conference at the dinner session 
here tonight, Eugene F. Gallagher, man- 
ager, special services, Standard of De- 
troit Group, said he knows of no busi- 
ness which unwittingly places so many 
obstacles in its own path as does the 
business of insurance. The remarkable 
thing, he said, is how the business could 
have reached such proportions when 
those who have its development at heart 
seem determined, at times, to make the 
sale of insurance as difficult as possible. 

Mr. Gallagher spoke on the subject: 
“What D’You Mean?” He said insurance 
has enough handicaps to begin with be- 
cause, regardless of the value of its 
product, the only tangible thing insur- 
ance has to offer is a relatively unat- 
tractive piece of paper. 

Policy Purchased Reluctantly 


“T have never seen anyone looking 
longingly in an insurance agent’s win- 
dow and wishing fervently that he might 
go in and buy a policy,” he said. “In 
many cases the policy of insurance is 
purchased somewhat reluctantly, because 
the demands of our present civilization 
and our economy necessitate protection. 

“The prudent man, actuated by need 
and not desire, pays his good money for 
an insurance policy, and actually gets 
his money’s worth. If he has purchased 
wisely he gets complete protection and 
a whole lot more. He gets for his money 
not only the protection he sought, but 
the advantages of all the knowledge and 
research and assistance of the business 
of insurance. 

“He has, indeed, made a good pur- 
chase, but the only tangible, immediate 
evidence he has of all of this is an in- 
surance policy. As such it has but little 
attraction. In fact, it would be difficult 
to have printed any document which has 
less actual visual appeal than the aver- 
age insurance policy. Contrast it with 
a stock certificate or corporate bond. 
Perhaps, though, after all its very un- 
adorned simplicity is an asset. Many a 
person who bought beautifully embel- 
lished stock certificates in gold mines or 
oil wells, might look with suspicion upon 
an insurance policy which was a thing of 
beauty.” 


Sympathy for Admen 


Mr. Gallagher expressed sympathy for 
the advertising men whose duty it is to 
stimulate the production of insurance 
through various media of advertising 
“because the insurance business has so 
long confused everybody by the selec- 
tion of inapt names for its coverages 
and to some extent by the use of archaic 
and incomprehensible language in the 
policies themselves.” 

He emphasized his point by a number 
of illustrations. He quoted the defini- 
tions of “inland,” meaning “within the 
land—not bordering on the sea,” and 
“marine,” meaning “of or pertaining to 
the sea,” and said the insurance business 
“puts those antithetic words together 
and comes up with the type of insurance 
that covers neon signs, band instruments, 
cemetery equipment, farm and ranch 
equipment and a hundred other things 
including personal property. And in 
spite of all this, an inland marine policy 
is not written to cover a small motor 
boat on an inland lake. Do you think 
the average person knows what we are 
talking about when we are talking about 
inland marine policies? ... 

“T don’t doubt that there are prece- 
dents steeped in antiquity which account 
for the incongruous name assigned to 
this important type of insurance. But 
what a hardship it must be to those of 
you who produce advertising copy and 


how confusing it must be to the buyers 
of our product!” 

Cites Other Incongruities 

Other incongruities cited by Mr. Galla- 
gher included the extended coverage en- 
dorsement and he said that why an en- 
dorsement which simply covers addi- 
tional perils is called an extended cov- 
erage endorsement is not readily ap- 
parent; accident and health insurance 
where one buys insurance against acci- 
dent but not against health; prospec- 
tive earnings insurance, formerly known 
as use and occupancy, now called busi- 
ness interruption which still needs some 
explanation to make the merchant or 
manufacturer understand what the sales- 
man is talking about. 

He expressed the hope that sometime 
someone will decide that “personal prop- 
erty floater” as a name is not particu- 
larly comprehensible or captivating, say- 
ing that when its name is mentioned to 
the average potential customer who has 
not heard of it “he visualizes his shirts 
and socks being carried away by a flood 
or floating on water.’ He mentioned the 
type of automobile insurance which is 
called “convertible collision’ where the 
prospect who drives a sedan or a station 
wagon wonders why he would have any 
need for “convertible collision,” when he 
does not even like convertibles in the 
first place. 

Mr. Gallagher said that in the bonding 
branch of the business one finds much of 
the same predilection for cumbrous 
terms. “I suppose ‘comprehensive dis- 
honesty, disappearance and destruction 
policy’ is a pretty complete description 
of the coverage but it is a little awe- 
some,” he said. 

Policy Language Ambiguous 

As a striking example of policy lan- 
guage which has an ambiguous meaning 
to the layman, Mr. Gallagher mentioned 
a policy covering a fur coat, with its 
exclusions of any loss caused by “in- 
herent vice.” “Now, he said, ‘inherent 
vice’ has long since been defined legally 
and has much precedence of court deci- 
sion, but I wonder what it means to the 
average insured—or, indeed, to many of 
our agents ?” 

One could go on indefinitely, he said, 
pointing out quaint and amusing and 
ofttimes meaningless phrases in insur- 
ance contracts and no branch is en- 
tirely free from them. 

“Of course,” he declared, “they tell us 
that archaic and confusing as some of 
the verbiage of the contracts we sell 
may be it can, nevertheless, not be 
changed. It is inviolable. Almost every 
word and phrase, they tell us, has been 





EUGENE F. GALLAGHER 


the subject of interpretation by the 
courts of the land. I sometimes wish 
somebody would say, ‘so what?’ Un- 


doubtedly a great part of the phrase- 
ology of the policy contracts has been 
interpreted by the courts but I find noth- 
ing in the record to indicate that this 
interpretation has invariably been favor- 
able to the insurance companies. It 
might not be a bad idea to revise some 
of these old contracts; make them un- 
derstandable and then find out if even 
the courts may not be able to see what 
was intended when they were written. 


Is Not Unduly Critical 


“But don’t misunderstand me. I do 


not wish to be unduly critical of th 
insurance business. | make my living } 
it. I have every reason to be proud 3 
it, of the way it has conducted tsa 
through the new deal, the fair deal a 
now the ordeal. It has been doing 

marvelous job. My only complaint : 
that at times it seems to be affected by 
an aggravated case of inertia. I don 
know whether it hasn’t changed because 
it has prospered or whether it has Pros. 
pered because it hasn’t changed,” ‘ 

Saying that basically, language should 
first of all be understandable and reason- 
ably appealing, Mr. Gallagher added: 
“Peop!e must understand what we ar 
talking about. Where possible we my 
use words which are familiar to mos 
people and furthermore, we must tg 
words in their generally accepted mean. 
ing. 

The speaker asserted that there is no 
segment of the insurance business which 
has greater possibilities for improving 
the situation than the advertising men 
who are equipped by experience and 
talent in the selection of appropriate 
words and phrases. 


Not Given Opportunity 


“The trouble, as I see it,” he said 
“is that you are not given an opportunity 
to be helpful until it is too late. I be. 
lieve that every committee of executives 
and underwriters to which has been 
delegated the responsibility of drafting 
new or revised coverages should include 
one or more representatives of the pub- 
licity departments. Then, with a coop- 
erative attitude on the part of all, we 
will offer to the public coverages which 
have self-explanatory names, which have 
appeal, and which are couched in under- 
standable language. 

“The attainment of such an end is one 
of the great contributions you can make 
to the business, if you are just given the 
opportunity.” 


Lindsey Urges Greater Teamwork in 


Advertising and Selling Campaigns 


Old Point Comfort, Va., Oct. 17— 
There is often a gap in the advertising 
and selling campaign which might be 
filled through greater teamwork between 
the company and the agent, said Dan W. 
Lindsey, Lindsey & Co., advertising 
agency of Richmond, Va., who was 
speaker at the luncheon held today by 
the Insurance Advertising Conference. 

“Local impact is a term that is com- 
manding greater respect among adver- 
tising executives today—but the meaning 
of the word ‘variable’ applying to market 
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NO AGE TERMINATION 

NO AGE REDUCTION OF BENEFITS 
NO MID-TERM CANCELLATION 
NO 30-DAY WAITING PERIOD 


NEW JERSEY 
rit 


Write 
WILLIAM FORD 
Raymond Commerce Bldg. 
11 Commerce St. 
Newark, N. J. 





“THE HOOSIER” writes= 


INDUSTRIAL—COMMERCIAL—FRANCHISE—GROUP 


ACCIDENT, HEALTH AND HOSPITAL POLICIES 
WITH THESE OUTSTANDING FEATURES: 


AND MANY OTHERS 


You Have A Good Company If You Represent 
“THE HOOSIER" 


For a Contract in 
PENNSYLVANIA 
Write 
EARL S. FULLER 


127 S. Third St . 
Harrisburg, Pa. 


The HOOSIER CASUALTY COMPANY, Indianapolis 


HOSPITAL-SURGICAL TO AGE 75 
BLANKET ACCIDENT EXPENSE 

NURSE HIRE AT HOME 

CASH INDEMNITY ON A "PAY" BASIS 


WEST VIRGINIA 
Write 


W. H. HELMICK 
428 Empire Bldg. 
Clarksburg, W. Va. 
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conditions eludes many of us still,” Mr. 
Lindsey said. 

“Have you ever asked your agents 
what they think of the advertising which 
your companies are doing? Do you know 
the value—or lack of it—placed upon 
the promotional material which you sup- 
ply them? In other words, have you 
ever used the retailers of your services 
as sounding boards to determine the 
effectiveness of your advertising efforts? 

“Do you have more than a speaking 
acquaintanceship with your agents—the 
men and women who are in daily contact 
with the people whom you too ought to 
know ? 

“Recently I sought an answer to this 
question by contacting a very large 
agency which represents several of the 
largest fire and casualty companies in 
the country. ‘Do representatives of the 
advertising departments of the com- 
panies you represent, or their advertis- 
ing agencies, ever consult with you 1 
the matter of your advertising needs? 
I asked. ‘Do they, on occasion, survey 
the requirements of their agents in am 
effort to render them more effective 
promotional service?’ I hastily pursued 
—only to give emphasis to a negative 
reply. 

“Give pity to the manufacturer of 
shirts or stockings whose sales manager 
and advertising director do not know 
the way behind the sales counters 0 
the country. But spare some for your- 
selves if you seldom meet the people 
whose names are just as so many _num- 
bers on the policies which repose in the 
files of your home offices—names that 
do not take on meaning until fire, theft, 
or other misfortune steps in to make 
another case history, giving you copy 

(Continued on Page 34) 
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company advertising was discussed by 
Roger E. Clarke, Fredericksburg, Va., in 
his address before the Insurance Adver- 





Summing up on this point, the speaker 
said: “There is not an advertising man 
here who could sleep well at night if he 
had put out a piece of advertising at 


was in recognition of Mr. and Mrs. Ely’s 
recent marriage. 








1 Treason. ster ference this morning. In treat- . : 
added. sine Con : Zi 8 ; even moderate cost which had missed QGernhardts Have Grandson 
‘ & ao his subject, Mr. Clarke drew on his fire because he had ‘saved’ money on 
We are 8 OS peeling ies Joseph Gernhardt, IAC ident, and 
isin oe wn aaa tow 20 onan : air: Joseph Gernhardt, IAC president, anc 
we mis own experience as an agen 23 years. art costs. Ne Aig es Pi Nee Ngee ; 
st j aaa ‘ a ne eT Mrs. Gernhardt received news over the 
to most He said that when he first took ove Pe cating eon sng Pn pen a telephone on October 16 of the arrival 
oe use F the agency, he used newspaper adver- conenie:® aaik ie Rial “You all 2% their first grandchild in New York 
‘d Mean- ® ae eae ail ¢ almos ery s RAMI iii: Stace mccam Se ta ; early that morning. The new arrival is 
tisements, direct mail and almost piel recognize the important place in journal- Mathew fosenl id a arrival a 
‘ medium available to identify him_ with p "8 litical tif vite a athew Joseph Bride, whose mother is 
Te isno & Senko: ama thats Hes satiuisn ism that political cartoonists have made in Gernhardt’s daucl 
: . insurance business and that, he said, 1s a : ~mselves. Us em li - 1¢ Gernhardts daughter. 
SS which tinuing objective. “We now have to for themselves. Used as a medium of 
; contin : : . ° illustration in advertising the cartoon 
'proving F huild a reputation by service and in our enn ee ayy ye ss “ 
nS men F conduct of our personal affairs and our it. ge eagle ag Bent? ir *< not name and not the company’s is used in 
ice and BF insurance business in the community, cap ehh oe aria J ar his own direct mail pieces 
ropriate B he added readily passed over. It can be used for Mr D yin tila 
Mr. Clarke said that some agents sales promotion, propaganda and public Mr. Duncan does not consider Diotters 
Mr, Ule ae oe. of: relations purnoses most effectively, But 2S part of advertising expense and he 
.w in the business, make great use of relations purposes : y. b hink Pigs a, 
new J - + aenat he amed does not think they should be charged 
. the reputation of the companies they rep- 1 us good. to the advertising department 
he said resent but when an agent is established As to picture sequences, Mr. Darrow WI le Fagg ie = fae 
ity invariably avors i said they serve a useful purpose in get- me 36 Coe Cone Bes eee 
ortunity [he invariably endeavors to produce busi- sai¢ y s a us purpos g rears 4 : } gees 
. ih ! shies ‘ a eg eons eee ss graph- Show cards, he said that the agents use 
» Tbe & ness on his own reputation and when this ting a longer message across graph thian mumee Cetin tea cae eee 
ecutives happens, “the company moves into the ically. And although he does not read rpar ap “Th - ys 7 — 
iS been FP background.” the comics himself, he gave recognition ee | SSERIENE, EAM, te yn ep 
drafting Personal Solicitation Required to the selling job they do “because of  & a vaagy ae ae sob, i ‘hi me 
: - . . . we 9 y rT : ms 
include ” = Foster Studio their universal appeal to young and old C@F¢S are doing a good job, in his opin 
he pub- More and more companies, the speak- ROGER E. CLARKE alike.” a ee of an experiment made with 
A coop: fF er maintained, are coming to the realiza- Duncan Substitutes for Walker Pp “ S P kit, Mr. D ecco alins d 
all, we tion that tying in their national adver- ; : hited Shean bh. Win: Mieeaiee a reporting form kit, Mr. Duncan sai 
whic} tising through their local agents with lished a very valuable article on public aa Z ee ee gry that eight of the metropolitan Philadel- 
1 sin} 15, i ; Galilite. wikeh afl of ¥ call. | tion, took over the discussion on “What hia field & tte ceteay mea ef 
*h have § local advertising is advantageous. How- "@bility, which all of you recall. re- Will Agents Use Most Effectively phia fieldmen of his company (essentially 
under. | ever, he said, “the final sale is usually ‘uested reprints from one of my com- - - = Ac sii blot ” oe -  order-takers) introduced them to agents 
made after personal solicitation. You panies, and its reaction was that this tarde This “< ey oo prornenia * snow in the territory and at the end of a week 
‘s : : Foe si . ¢ e - . = " ¢ 9" y ¢ bd ¢ S- Me AR, . . 
is one | may use newspaper, radio, direct mail Was not good publicity, as it made the CAT nd RJ W P cing "08 ff ‘S- had sold $20,000 in premiums. The results 
FY 7 oe . > a ee * _ . A 312° ¢ Stz ard | bas a f ; 2 
1 make | and personal solicitation. The first three Public claim conscious. Another com- ar x as. ri poe i hi es poten of this experiment were so encouraging 
- r -he < > ce y e . 2. c 
ren the | ate merely spade work. They are all de- pany furnished the reprints. We used dent, who did not attend this meetin; that Mr. Duncan plans to branch out 
: them, and we sold some policies and Mr. Duncan, admitting that he is rather 4) this idea. 


ns 








nendent upon the fourth, personal solici- 
tation, to reach the maximum results.” 

Mr. Clarke gave his definition of the 
“average local agent” as follows: 

‘T term the average agent as being 
an individual or a small partnership, and 
believe this is sound, because larger cor- 
porations, providing their own engineer- 
ing service and other features in con- 
nection with their business, are usually 


we bought some losses. We now have 
many loss adjustments as_ illustrations 
to sell this coverage in our daily con- 
tacts. 

“In my direct mail solicitation, I cov- 
ered too large a territory, and when 
I got around to the personal solicita- 
tion follow-up, I had waited too long 
and some other agent had reaped the 


cynical about the use of various types of 
advertising, said that the main thing 
about leaflet jobs is to feature the agent 
rather than the company. The agent’s 





age in a local college. We wrote seven 
contracts, because it was impractical to 
follow up with personal solicitations. 
I believe it is better to see 100 people 




















Another effective piece is a draft en- 
closure slip which, while not cleared 
through the advertising budget, has been 
effective in its direct appeal to the public. 

Following Mr. Duncan’s remarks there 
was a pro and con discussion on the 
value of blotters. The general feeling 
was that if they carry a seasonable mes- 
sage, they have a utilitarian value when 
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then the average agency is mad sf tion on a list of 5,000 persons in a se- ee ia Ben F re ening Riley, American Surety, who talked in- 
upon - average agency 1S made up ¢ incited class neces. i t] fewel when used in connection with copies ae oly OW] CG: | A dvertis 
1sup- — few very large permiums, but a great ‘ected class group in the upper level fom national magazine advertising, it is '¢Testinsty on on <a Se eee 
» you many average premiums. The average of laborers, for household furniture cov- seitins advertising. Companies writing 2 Department Do for Agency Girls? 
rvices agent, in an average town, is mixed up €7ase. He received one mail reply. No busness direct have a different objec- He said that agency girls are a real asset 
e the in many local activities. He usually has persons! soleratian followed, therefore, tive from those producing through the agent in the average town in pre- 
forts? to advertise so the public will continue results were nil. agents. I believe it is essential that the S¢™timg information on various insurance 
aking to realize that he is an insurance agent, Failed to Follow Up agent tie in with the company adver- lines to the public. Because they are im- 
:—the mee he can easily be known as “I personally solicited 1,600 girls, tising on a national scale and that per- portant factors he believes that company 
ntact Pekar ap president, scout executive, mem- through their parents, by mail, for per- sonal solicitation is necessary for the fieldmen should cultivate them and 
ht to et of the council, mayor, ete. sonal accident reimbursement cover- proper results.” should make available plenty of cco 
‘ tion on new insurance covera n 
: Campaigns Are Helpful are ——— ee 
» this : : trends in the business. 
large fy ampaigns, Mr. Clarke said, are help- Agency girls also figure in decisions 
f the lul if the local agent can be induced It’s Easiest reached as to policy enclosures, the 
es in 0 = the personal solicitation, which speaker said, and since they like colorful 
S ss i as “Ln ° . “ « 
the eae blood of the campaign. “For ses te Oasty the ESET leaflets he makes it his business to print 
com- peated he said, me my go — them in seasonable, attractive designs. 
. mpetition are all geared to sell a Mr. Riley als id i ‘ 
ertis- aL Aare ; ‘ Mr. Riley also said that the girls do a 
a i Psi type of a age te ~ Pp ERFECTED PROTECTION first class job at the counter as well as 
: S go out and work tor that line P Ti shine ave 
eds?” th : : ; , answering questions over the phone. 
1e “her Spree : eK ACCIDENT S : “hoe J 
“a 1¢ public becomes conscious of that type Lifeti Ind y HEALTH They ase alto Galeeitic in landing se 
op of coverage and all benefit.” ifetime Indemnity for Total Two Years—No House Confinement sivattidads Mhiaiain. Tia neues aimee 
: ae : advertis ° ; s r 
ni However, Mr. Clarke finds, a cam- Disability Required yin ti : cpa 
ctive baign not backed tie. cnceanial ential procedure in this connection, he said, is 
‘sued eee eb Coa ee ee HOSPITALIZATION to ask the prospect to look over the 
ii ation or by too late solicitation may leaflet bef leavi | e offi 
ative backfire and he cited some experiences Choice of Five Plans From $5.00 to $12.50 per day eaflet betore leaving the agents oince; 
of his ow Areas : ss then he is more apt to buy later on. 
i es OWN as illustration. When the Finally. the speaker said that adv 
fhe safety responsibility law became effec- SURGICAL MEDICAL tisi . spo al “al pen ‘d vig fle Lette el 
yi We in Virginia, he conducted a mail Complete Schedule From $5 to $300 At Home—Doctor’s Office—Hospital S er agh a tye Nee it . os caus eae 
— campaign directed toward all automobile i . : le eapy “oar re pec — 
Wners in his territory. “Yet,” he said. ivi i ; soa ccnagate sa angi , Magericasdigg oe. 90* 
our- “another company in my territory had Coverages = Individual, Franchise and Group Basis girls as their reactions are decidedly 
ople 6 salesmen, no doubt receiving the bene- Including Family Policies ba cer lg ro? , 
yr t of my direct solicitation and sales Following this panel discussion Chair- 
the Program, and they secured a great deal " man Ely introduced Roger E. Clarke, 
tat J more business than T did, naturally, bes NATIONAL CASUALTY COMPANY successful agent of Fredericksburg, Va. 
or Cause they were on the spot.” DETROIT 26. MICHIGAN whose talk on “How Mr. Average Agent 
jake ‘ Another illustration,” he said, “is Looks at Advertising” made a hit. It is 
‘opy when the Saturday Evening Post pub- = reviewed in another column. 
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Clapp Leads Discussion on Role of 


Trade Press in Insurance Business 


Old Point Comfort, Va., Oct. 18— 
Wallace L. Clapp, associate editor, The 
Eastern Underwriter, took part in the 
round table discussion “What Can IAC 
Do for Fire, Casualty, Surety?” at this 
morning’s session of the IAC. Handling 
the subsection, “How Trade Journals 
Can Help,” Mr. Clapp divided his sub- 
ject into three parts, saying: 

“The trade journals should first give 
careful and thoughtful attention to in- 
surance advertising and its trends. Right 
now the business itself is at the cross- 
roads of a sellers’ and a buyers’ market. 
Many believe that we are already in a 
buyers’ market. In fact, there is evi- 
dence on all sides that the days of ‘silver 
platter selling’ are over and in their place 
the insurance agent is faced with the 
need of stepping up his selling efforts. 
This is definitely a healthier condition 
than that which existed in the sellers’ 
market. 

“Insurance advertising must and will 
keep pace with the changed trend. In- 
stitutional advertising which held forth 
almost exclusively in the post-war ‘lush’ 
days is being replaced by aggressive sell- 
ing copy. The usefulness of the insur- 
ance agent in his local community is 
being emphasized and that is as it should 
be. 


Keep Step With Market 


“1. Insurance trade journals, keeping 
step with the buyers’ market trend, should 
recognize and encourage both company 
and agency efforts in making advertis- 
ing play its part in publicizing the new 
market. We are conscious of our re- 
sponsibility in this connection. However, 
you must do your part in keeping us 
posted and particularly as to IAC activi- 
ties in this direction. 

“2. Advertising is definitely an inte- 
gral part of the insurance industry. 

“We of the insurance press believe 
that this point should be given continu- 
ous emphasis. Advertising is just as 
vital to the insurance industry as it is 
to the steel industry, or to banking and 
finance. In the 26 years that have gone 
by since the IAC was organized, healthy 
development of advertising has been evi- 
denced. The days of ‘business card ad- 
vertising’ are long a thing of the past. 
They have been replaced by eye-catching 
advertisements stressing the usefulness 
of insurance agents, educational mes- 
sages depicting the need for various 
forms of fire, casualty or surety cover- 
ages, and cooperative campaigns such as 
that of the National Board companies 
describing collateral activities of the fire 
insurance business. But even more 
should be done to feature insurance. 


Public Should Be Informed 


“Frankly, there are many favorable as- 
pects of the fire, casualty and surety 
business that the insuring public knows 
far too little about. The story can be 
told in four ways: (1) by word of mouth 
which is a slow but effective process; 
(2) by the IAC working together with 
the insurance press in demonstrating the 
everlasting usefulness of consistent, in- 
telligently planned advertising; (3) by 
the use of educational leaflets and book- 
lets, and (4) by articles and speeches 
at meetings such as this one which play 
up the constructive role of insurance ad- 
vertising in the industry. 

“Take, for example, your own individ- 
ual activity in planning the direct mail 
material of your respective companies. 
Without the folders, leaflets and promo- 
tional pieces which you produce the 
agents would be truly lacking in sales 
ammunition, and understanding of the 
various coverages. We need only to look 
back at the role you played in featuring 


war damage insurance and your promo- 
tion of the Bank and Agent Auto Plan 
for proof of this statement. 

“Just a word on point No. 4. If you'll 
give the trade journals the opportunity 
they will gladly help the IAC by pub- 
lishing timely news articles on the grow- 
ing importance of insurance advertising. 
We'll also work with you in opening up 
opportunities for talks on the subject 
at agency meetings and conventions. 
And the by-product for us of such plat- 
form appearances is that they provide 
news copy for our columns. 


Has Favorable Effect 


“3. Report IAC meetings carefully, 
with headlines, etc., which will have a 
favorable effect on the readers. 

“There is no question as to the desire 
on the part of insurance trade journals 
to publicize IAC activities and particu- 
larly your meetings. I think you will all 
agree that our record of performance in 
this respect is creditable. For one thing, 
we are a part of the IAC and share 
with you a keen desire to see it grow. 
Furthermore, our reporting of IAC meet- 
ings puts the IAC in a favorable light 
as a factor in the insurance industry. 

“Ever since the days of Chauncey S. S. 
Miller which was when I first started to 
cover your gatherings, they have never 
failed to produce headline copy. Many 
of your speakers have been nationally 
prominent figures. Remember the late 
Haley Fiske, president of the Metropoli- 
tan Life, who spoke at the Briarcliff 
Lodge meeting; Edward M. Allen, re- 
tired executive vice president of Na- 
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tional Surety Corp., who addressed a 
New York gathering; Curtis W. Pierce, 
president of Factory Insurance Associa- 
tion, who was a guest speaker a year or 
so ago, and Harold Jackson, president, 
Bankers Indemnity and vice president, 
American of Newark, just to mention a 
few who made headline copy for the 
trade journals. 

“May I in closing express the hope 
that you will provide the insurance press 
with more frequent opportunities in the 
coming year to feature IAC activities. 
You should not be bashful in sending out 
regular news releases and in making the 
IAC bulletin a regular monthly feature 
rather than a spasmodic effort. You have 
an increasingly important job to do in 
the busy months ahead and you can 
count on the friendly, understanding co- 
operation of the insurance press in all 
your efforts.” 
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Greater Teamwork 
(Continued from Page 32) 


material that may frighten me _ into 
calling my local agent.” 

Mr. Lindsey said that insurance ad- 
vertising in the media of national 
character already has cast an indellible 
impression on him but that he could not 
name the companies in which his own 
insurance is written and has had nothing 
to do with the placement of his policies, 
“Only once,” he said, “have I ever 
queried an agent about the company 
whose name was graced by the cartouche 
on the face of a policy issued to me, 
Even then, though I had never heard 
of the company, I quickly accepted the 
agent’s assurance that it was a fine, old 
ard well managed concern. 

“T never undertake to fathom the 
depths of that highly technical, legalistic 
and high-bound document—the policy 
form. I am my agents’ delight. I have 
implicit faith in them, accepting with- 
out question their simple statements, in 
laymen’s language, of the coverage to 
which I subscribe. I have yet to have 
a claim disputed. Some of my friends, on 
the contrary, have found themselves in 
unhappy plights—through other agents. 

“Perhaps the agents with whom I deal 
are endowed with some superhuman 
quality that enables them to give super- 
duper service. I don’t know. I merely 
suspect that I am particularly fortunate 
in my insurance agent relations; but of 
one thing I am quite sure—seldom has 
a promotional piece produced over the 
agent’s name given me a_ nudge that 
might be classified as a form of local 
advertising impact. 


Ripened for the Sale 


“In most cases, I—the prospect—have 
been sold because of the ‘softening up 
or ‘conditioning’ treatments of the ‘It 
Might-Have-Been You’ copy in the gen- 
eral magazines, followed by restrained 
perseverance on the part of an agent- 
not always the agent for the company 
which invested in the national advertts- 
ing campaign that ripened me for the 
sale. Somewhere down the line theres 
often a gap in the advertising and sell- 
ing campaign—a gap which might be 
filled through greater teamwork between 
the company and the agent ; and, 
yes, through a better understanding of 
the agents’ local promotional needs. 


“Once again it’s time to gather round 


the conference table in your home office. | 


How many ideas will be advanced toward 
a solution of the very, problem upon 
which I’ve just discussed? Surely, it 
been discussed before in those periodie 
planning meetings. Surely it will be 
discussed again—and again. But yo 
can’t expect to meet the problem 
your front line salesmen, your agents 
on a table many miles away from youl 
points of sale.” 
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MORTIMER L. NATHANSON 


Mortimer L. Nathanson and Alex 
Goldberger, prominent Brooklyn insur- 
ance men, have been named as recipients 
of the second annual award of the Pohs 
Institute of Insurance for their “out- 
standing achievements in serving the 
insurance brokerage profession.” Pres- 
entation of 14k solid gold Mathytissot 
wrist watches—gifts of the Pohs Insti- 
tute of Insurance—to the two men will 
be made by New York Superintendent 
of Insurance Robert E. Dineen at cere- 
monies to be held as part of the annual 
dinner program of the Brooklyn Insur- 
ance Brokers Association on December 
l,in the Grand Ballroom of the Towers 
Hotel in Brooklyn. 

The award was established last year 
to signalize the efforts of those who 


work for the betterment of the in- 
surance broker. Last year the award 
went to George F. Sullivan, former 


president of the General Brokers Asso- 
ciation of Metropolitan District. Selec- 
tion of the designee is made by a special 
awards committee appointed by the 
Broker Associations’ Joint Council, an 
organization which includes the Brook- 
lyn Brokers Association, the Bronx In- 
surance Men’s Association, the General 


Brokers Association of Metropolitan 
District, the Independent Insurance 
srokers Association and the Queens 


Agents and Brokers Association. 
Two Men Designated 


Though the Pohs award was designed 
to honor only one person each year, the 
committee, unable to agree on which of 
the two nominees was most deserving, 
requested permission from the donor to 
designate both men as its unanimous 
choice. Committee members expressed 
the opinion that the dual award was 
More than justified by the equally out- 
standing service rendered the profession 
by both Mr. Goldberger and Mr. Nath- 
anson, 

In acceding to the request of the com- 
mittee for the twin award, Herbert J. 
Pohs, head of the Pohs Institute of In- 
surance, the largest school of its kind, 
and donor of the annual award said: “I 
am deeply gratified by the selection of 
the committee. I have long known both 
the recipients of the award and can un- 
derstand the dilemma of the committee 
in its unwillingness to choose between 
the two. Both men have been close 
friends for many years and have worked 
4s a team in serving the insuring public 
and advancing the interests of their fel- 
low brokers. I wish that the many li- 
censed brokers who are not affiliated 











through membership in any of these 
representative broker organizations could 





Nathanson and Goldberger to Get 
Pohs Award for Service to Brokers 





ALEX GOLDBERGER 


understand the extent of the service ren- 
dered by these men, and the degree of 
self-sacrifice imposed upon them in per- 
forming this service.” 

30th Mr. Nathanson and Mr. Gold- 
berger have served as president of the 
3rooklyn Insurance Brokers Associa- 
tion, as chairmen in turn of the Brokers 
Associations’ Joint Council, and have 
worked together on innumerable com- 
mittees appearing before the Insurance 
Department, the legislature in Albany, 
various rating and company organiza- 
tions and as speakers before contem- 
porary insurance groups. Both men, 
paralleling their careers, were instrumen- 
tal in the formation of the National 
Association of Insurance Brokers, and 
both men have served as secretary of 
that organization. 

Mr. Nathanson is head of the M. L. 
Nathanson & Co., at 44 Court Street, 


Comp. Rate Reduction Is 


Proposed for Minnesota 


Coming as somewhat of a surprise, the 
Minnesota Compensation Rating Bureau 
has submitted proposals for a 4.1% re- 
duction in rates for 1950. Only last June 
the companies were granted a 6.1% in- 
crease after they had been turned down 
two or three times. The proposed re- 
duction would wipe out two-thirds of 
that increase. 

The Minnesota Compensation Insur- 
ance Board has set a hearing on the 
proposal for November 2 at the State 
Office Building. 





Brooklyn. He has been in the insurance 
business since 1916. He has served as 
official insurance adviser to the 1935, 
1936, 1937 joint legislative committee of 
the New York State legislature investi- 
gating automobile insurance and safety, 
and has acted as official insurance repre- 
sentative on behalf of the Public Proj- 
jects Brokerage Corp. in the placing of 
many millions of dollars of war damage 
and sabotage coverages on the proper- 
ties of the state of New York. He was 
a member of the “commingling of fi- 
duciary funds committee,” appointed by 
Superintendent of Insurance Dineen, 
which lead to the promulgation of Regu- 
lation No. 29. He is a director of a 
number of railroad corporations, charter 
member of the Insurance Square Club, 
a past master of Composite Lodge No. 
819, F. & A. M. and many other fra- 
ternal and civic organizations. 
Goldberger’s Career 

Mr. Goldberger, head of Frank Gold- 
berger & Son, Inc., Brooklyn, has been 
in the insurance business since 1924. He 
was also a member of the “commingling 
of fiduciary funds committee.” He is 
secretary and member of the board of 
directors of the Jewish Community 
House of Bensonhurst, Brooklyn, and is 
a member of the board of Camp Sussex, 
a past master of Amos Lodge No. 938 
F. & A. M., a past Grand Lodge officer 
of Masons in the state of New York, 
past president of the Third Kings Ma- 
sonic Camp Fund, past president of the 
Mohegan Highlands Property Owners 
Association of Westchester County, con- 
tributing editor of the Brooklyn Insur- 
ance Brokers’ “Bulletin,” and author of 
many insurance papers. He is concert 
master of the J. C. H. Symphony Or- 
chestra. 





Three “lines” 


mean bigger 


“catches” for Provident Producers 


LIFE INSURANCE® . 


A. and H. INSURANCE®*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE* 


to 80 years)-and Franchise plans. 


. All modern forms 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 
combined with wide choice of Life plans. 


. Issued on 
Individual, Family Group (ages 3 months 
Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 





% All written on Group Plans (minimum of 25 employees) 


Pitty 


and on special forms designed for Railroad Employees. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 





CHANGES AT STANDARD GROUP 





Breidinger and Rittenhouse Retire; 
Dwyer and Gustafson Succeed Them 
on Engineering Staff 


The Standard of Detroit Group an- 
nounces the retirement on October 1 of 
two of its safety engineers, E. S. Breid- 
inger of Pittsburgh and R. L. Ritten- 
house of Minneapolis. They are suc- 
ceeded in their respective territories by 
F. R. Dwyer and G. A. Gustafson. 

Mr. Breidinger has been with Stand- 
ard as a safety engineer since 1918 in 
the territory of Pennsylvania, Ohio, 
West Virginia, western Maryland and 
the northeast section of Kentucky. 

Mr. Rittenhouse has been’ with 
Standard as a supervising safetv engi- 
neer since 1927, working in the Minne- 
sota territory. He was educated at Uni- 
versity of Illinois and Stenders Insti- 
tute in New York. Previous to his em- 
ployment by Standard he had been con- 
nected with the London Guarantee & 
Accident Co., and with other compa- 
nies, all in the engineering field. He 
served in the U. S. Navy in World War 
I. Mr. Rittenhouse is retiring to a small 
ranch near Troy, Mont. 

Mr. Dwyer, who succeeds Mr. Breid- 
inger at the Pittsburgh service office, 
comes to the Standard from the firm 
of Atwell, Vogel & Sterling where he 
served as safety engineer. Previous to 
this he had served the Glens Falls in 
the same capacity. He was an avia- 
tion cadet in the Air Force in World 
War II. 

Mr. Gustafson, who takes over the 
duties of Mr. Rittenhouse, has been serv- 
ing aS assisant supervising safety engi- 
neer for the group at Minneapolis. Pre- 
vious to this he has served as safety 
engineer at Waterbury, Conn. and Bos- 
ton. Previous to service with Standard 
Accident he had served in inspection 


and safety engineering work for the 
Aetna Casualty & Surety Co. for 11 
years. 





TO REOPEN RED CROSS CASE 





Official Advises Fetzer of Willingness to 
Meet With NAIC Committee on 


Blanket Insurance Program 


Washington—The American Red Cross 
has agreed to reopen discussions on its 
insurance program with the National As- 
sociation of Insurance Agents. Member 
agents have protested against the Red 
Cross decision to substitute a blanket 
liability and compensation policy with 
the Travelers Insurance Co. for chapter 
policies underwritten by local property 
agents. 

Red Cross Executive Vice President 
James T. Nicholson this week notified 
Wade Fetzer, Jr., president of W. A. 
Alexander & Co., Chicago, and vice 
chairman of the Chicago Red Cross 
chapter, that Red Cross officials would 
be willing to meet with a special NAIA 
committee. Mr. Fetzer has spearheaded 
the insurance agents’ battle against the 
new blanket policy as unfair to the local 
agents who do so much volunteer work 
for the Red Cross during its fund-raising 
campaigns. 

Mr. Nicholson said no date for the 
meeting could be set at this time, be- 
cause of the reorganization in the Red 
Cross brought about by the appointment 
of General George P. Marshall as chair- 
man to succeed Basil O’Connor. 





Honor Gernhardt 


(Continued from Page 31) 


speaker and made a favorable impres- 
sion. 

As a final feature of the meeting Clark 
Smitheman, North America Cos., pre- 
sented Mr. Gernhardt with a framed 
testimonial in appreciation of his service 
tc the conference. He said: “We have 
had a significant meeting here and espe- 
cially from a romantic viewpoint. Our 
retiring president has just become a 
grandfather and our new president re- 
cently married and is here on his honey- 
moon.” 
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Orsini Treats Status 
Of New York DBI Act 


SPEAKS BEFORE A. & H. CLUB 





Says When One or More Policy Forms 
Are Approved by Department, They 
Will Be Solely Advisory 


L. A. Orsini of the Bureau of Accident 
& Health Underwriters discussed the 
present status of problems surrounding 
the New York disability benefits law be- 
fore the Accident & Health Club of New 
York, October 18. 

Mr. Orsini said that by definition, in- 
surance written under the disability 
benefits law is group accident and health 
insurance regardless of the approach 
used and therefore the sections of the 
insurance law relating to group accident 
and health insurance are equally ap- 
plicable to policies providing disability 
benefits unless an amendment to such 
sections operates to permit otherwise. 

In summarizing the applicable sections 
of the insurance law and interpreting 
their meaning, Mr. Orsini said it appears 
that the following conclusions are valid: 

Must Be Approved 

“1. Policies, applications, riders and 
endorsements must be filed with the Su- 
perintendent and approved prior to is- 
suance. 

“2. Schedules of premium rates, rules, 
commissions, compensation and other al- 
lowances to soliciting agents must be 
filed. The premium for the first policy 
year must conform to such schedule and 
the commissions or other allowances may 
not be in excess of that determined on 
the basis of such schedule. 

“3. Policies may omit or modify the 
required group accident and health pro- 
visions, if such omission or modification 
is not inconsistent with the provisions of 
Article 9 and the Superintendent deems 
such omission or modification suitable 
for the character of the insurance and 
not unjust to the persons insured there- 
under. 

“4. The Superintendent may require 
the filing of experience. 

“5. Policies must be self-supporting on 
reasonable assumptions as to morbidity 
or other appropriate claim rate, inter- 
est and expense. 

“6. Policies may provide for a retroac- 

tive rate adjustment. 
“7, No minimum group or permitted 
group requirements set forth in the 
group accident and health sections apply 
to policies issued pursuant to Article 9 
of the Workmen’s Compensation Law. 

“8. The Superintendent may adopt 
minimum premium rates. 


VanderFeen Address 


(Continued from Page 29) 
cepted practices of determining unearned 
premium reserves on casualty and surety 
lines, Mr. VanderFeen said in conclu- 
sion: 

“It should be understood that, while 
the special methods and formulae cited 
in this paper have proved not only 
practicable but have stood the test of 
numerous Insurance Department con- 
vention examinations as well as the ap- 
proval of competent independent insur- 
ance auditing firms, in most instances, 
these methods and formulae have not 
been ‘formally’ or ‘officially’ approved or 
made mandatory for use by all carriers. 

“Undoubtedly many casualty and 
surety insurers successfully used varia- 
tions of the methods and formulae cited 
and also, very probably, acceptable al- 
ternative methods which produce ade- 
quate and satisfactory unearned pre- 
mium reserves are in use by many com- 
panies. : 

“It is my hope that at some future 
date, several of my colleagues—statistical 
or accounting officers in the industry— 
will supplement this paper not only with 
additional special formulae which may 
have been omitted herein, but also with 
outlines of other alternative methods 
or formulae which are in use and pro- 
duce an adequate and acceptable un- 
earned premium reserve for casualty 
and surety lines of business.” 








On the subject of advisory policy 
forms, Mr. Orsini said that due to the 
unique features of the New York law, 
it was apparent that a separate distinct 
policy form would have to be adopted to 
be in compliance with the law and the 
Insurance Department had called upon 
the industry to aid in development of 
these forms. The All-Industry commit- 
tee, known as the policy forms commit- 
tee, he said, has submitted two forms to 
the Department for review. 

“It is the present thinking of the 
Insurance Department,” he said, “that 
when one or more advisory forms are 
accepted by the Department, they will 
be made available to those insurers who 
desire to use them. It should be noted 
that such policy forms are solely ad- 
visory in character and are not intended 
to restrict an insurer to the use of such 
forms or prevent an insurer from draft- 
ing other policy forms peculiar to its 
own method of operation.” 

After reviewing statistical and report- 
ing procedures, claims, authority of pro- 
ducers under the law minimum group 
and bureau services, Mr. Orsini reached 
the following conclusion: 

“You have been frequently reminded 
in the course of the past few months of 
the important role to be played by pri- 
vate insurers under the New York dis- 
ability benefits law. Recognizing this 
fact but nevertheless prompted by the 


WILSON AT RISK RESEARCH 

A. M. Wilson, Ph. D., underwriting 
manager of the group accident and 
health department of Liberty Mutual 
Insurance Co., Boston, will speak on 
disability and workmen’s compensation 
insurance at the meeting of the Risk 
Research Institute at the George Wash- 
ington Hotel, New York City, Oct. 27. 





LAMBERT BEFORE A. & H. MEN 

John Lambert, Cleveland, vice presi- 
dent, International Association of Acci- 
dent & Health Underwriters, will be 
guest speaker at the luncheon meeting 
of the New York Association of Acci- 
dent & Health Underwriters at Rosoff’s 
Restaurant, 147 West 43rd Street, Octo- 
ber 31, at 12:30 p.m. 





urgency of the situation, I feel that I 
should not conclude my remarks without 
adding some impetus to this reminder. 

“It is generally conceded that of the 
states permitting private insurer par- 
ticipation, the New York disability bene- 
fits law is the most equitable legislation 
of this type yet enacted. 

“It should be obvious that unless the 
insurance industry devotes its resources 
to turn in a thoroughly competent job, 
we are missing an outstanding opportun- 
ity to improve public relations as well as 
reflect credit upon the business in gen- 
eral.” 


New Yorkers Present at 


of Industrial Accident Boards and (Con, 
missions at St. Louis and addressing th trict. of 
second Gulf Coast Regional Conferen; 
on Industrial Health at Houston, Tey. 
last week, continued on to San Franeise 
to visit the association’s Pacific Cosy 
office. N 





Bureau Meeting Last We, 


Among those attending the anny 


meeting of the Bureau of Accident (ff ADDR 
Health Underwriters at Highland py 
Ill, last week from New York a Says T 
John Bennett, United States Casya), ns 
Co. ; Frederick T. Corby, Home Inden 
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setts Bonding & Insurance Co.; Haro ff security 
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Lydon, Ocean Accident & Guarante: Rehare 
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demnity Co.; Douglas Moe, Unite: of Cas 
States Life, and Gerald S., Parker, Pr. clared 
ferred Accident. Island 
Octobe 
As 
DORSETT ON COAST Trip ao 
i: Dewey Dorsett, general Manage & the prc 
Association of Casualty & Surety Cop. bile lial 
panies, after attending the annual ¢p. in Ma 
vention of the International Associatio, safety 
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Crime does pay! 


Start profiting NOW with Continental's 


NEW 3-C POLICY 


NOW ... in one compact policy ... for one premium 
... you can sell all the burglary, robbery, fraud, forgery 
and dishonesty protection any business man needs or 


NOW you can go into the most neglected, most wide- 
open market in the insurance field and offer the PLA 
broadest, most economical, most flexible crime loss N. Y. 
coverage ever written! 


NOW you can have the powerful backing of Con- 
tinental’s intensive advertising and merchandising 
campaign aimed at large and small business owners 
from coast to coast! 


NOW, at no expense, you can give every prospect a 
FREE copy of the valuable, fact-filled booklet, “Crime 
Loss Prevention,” nationally advertised and locally 
distributed by agents in the interest of increasing their 
income and building their business. 


CONTINENTAL CASUALTY COMPANY 


310 SOUTH MICHIGAN AVENUE - 
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Wagner on Modern Type 
Of Auto Safety Laws 


ADDRESSES AGENTS OF R. I. 





Says Trend Is Away From Compulsory 
Insurance and Toward Respon- 
sibility Legislation 
Safety responsibility laws of the new 
security type afford a means of protect- 
ing the public equal to that afforded by 
, compulsory law, without entailing 
many of the undesirable results seem- 
ingly inherent under a compulsory law, 
Richard Wagner, manager of the 
casualty department of the Association 
of Casualty & Surety Companies de- 
dared in an address before the Rhode 
Island Association of Insurance Agents, 
October 18. 
As principal speaker at the agents 
annual banquet, Mr. Wagner analyzed 
the provisions of a compulsory automo- 
hile liability insurance law, in effect only 
in Massachusetts, as compared with 
safety responsibility laws of various 
types now in effect in 43 states, the Dis- 
trict of Columbia and Hawaii. The en- 
tire trend during the past 22 years, he 
said, has been away from compulsory in- 
surance and toward safety responsibility 

laws. 


Make Drivers More Careful 


Describing advantages of the new se- 
curity type of safety responsibility law, 
under which ability to pay for damages 
must be established by motorists at the 
time of accident, rather than after non- 
payment of judgment, as under the 
earlier laws, Mr. Wagner said they have 
had the effect of making drivers more 
careful, in addition to affording better 
protection to those sustaining personal 
injury or property damage as a result 
of the negligence and operation of motor 
vehicles. 

“In contrast with the old type of law,” 
Mr. Wagner said, “this approach results 
in immediate action, there being no delay 
in invoking the law in the event the 
party is financially irresponsible. Thus, 
the law furnishes a powerful incentive 
for persons to make themselves finan- 
cially responsible before the happening 
of an accident and, as a practical matter, 
this means insuring. If they choose not 
to insure, the law furnishes a powerful 
incentive to furnish the security required 
or to do something about the payment of 
damages so as to avoid suspension of 
license and registration.” 

Security type safety responsibility 
laws have been enacted in 25 states and 
Hawaii. 





PLAN STATISTICAL SESSION 





N. Y. Meeting Arranged by American 
Statistical Association and University 
Teachers of Insurance 


A session in insurance statistics has 
been arranged for the annual meeting 
of the American Statistical Association 
and the American Association of Uni- 
versity Teachers of Insurance. This ses- 
sion will be held at the Biltmore Hotel, 
New York City, Tuesday, December 27, 
from 10-12 a.m., and is open to the 
public, 

Thomas O. Carlson, actuary, National 
Bureau of Casualty Underwriters, will 
speak on “Statistical and Actuarial Pro- 


| cedures in Liability Insurance”; Gordon 


treeter, assistant actuary, Aetna Life 
Insurance Co., will describe “An Insur- 
ance Company’s Approach to Accident 
and Health Statistics”; the third speak- 














| Hospital 












> ¢t, Mark Kormes, consulting actuarv of 
» New ® 


| ‘Statistical Problems and Methods of 


York City, has as his topic 


lue Cross and Blue Shield Prepaid 
and Medical Care Plans.” 


These papers will be discussed by 


| Arthur L. Bailey, chief casualty actuary, 


New York State Insurance Department, 
and by W. Rulon Williamson, actuarial 
‘onsultant with the Wyatt Co, and the 
ied Cross- Blue Shield Commissions. 
residing over the session will be Ray- 
Mond F, Kilion, assistant vice president, 
Metropolitan Life Insurance Co. 


N. Y. Insurance School Demonstrates 
Newly Acquired Visual Aid Equipment 


The School of Insurance of the New 
York Insurance Society gave a demon- 
stration of its newly acquired visual aid 
equipment in the basement classroom at 
107. William Street, October 17. The 
demonstration included a showing of the 
film, “The Chemistry of Fire,” which was 
produced by the United States Coast 
Guard for its training classes. ‘ 

Dean A. C. Goerlich made the initial 
talk and the demonstration was made 
by Glenn D. Schwenker, educational 
assistant. The new equipment includes: 
Viewlex combination film strip and slide 
film projector, Victor Lite-weight 16 mim. 
silent and sound projector, a portable 
screen and Neumade storage cabinet. 

Mr. Goerlich explained that while the 
school has been using a limited amount 
of visual aids as maps and globes used in 
the commercial geography class, anatom- 
ical charts and a skeleton used in the 
medical jurisprudence class and a slide 
projector used in the fire-physical as- 
pects class, the need for modern equip- 
ment for use in the classes was manifest. 


Willemson Obtained Donations 


It was through the offices of Paul 
R. Willemson, president of Sterling Of- 
fices, Ltd., Mr. Goerlich said, that the 
new equipment was obtained. Contribu- 
tors to the equipment fund were: Euro- 
pean General Reinsurance Co., Excess 
Management Corp., General Reinsurance 
Co., General Security Assurance Corp., 
Guy Carpenter & Co., Inc., Holborn 
Agency Corp., Sterling Offices and 
Swiss Reinsurance Co. 

Mr. Willemson was among those pres- 
ent at the demonstration; also Charles 
S. Ashley, resident vice president, Mary- 
land Casualty Co.; John J. Sochieffelin, 
Chubb and Son, and G. K. Babock, divi- 
sion underwriter, Home Insurance Co. 
The classroom was filled with represen- 
tatives of some 23 companies and mem- 
bers of the insurance press. 

Mr. that the school 


Goerlich said 


would, for the most part, undertake to 
create slide films and films for the mov- 
ing picture outfit because there is little 
material available of the type that would 
fill the needs of the instructors. Already, 
he said, fire insurance fieldmen are 
watching for unusual hazards and send- 
ing pictures from which the society will 
make film strips, and other material will 
be assembled as rapidly as finances per- 
mit. 

Particular attention was called to the 
lightness of the equipment, an important 
item for the school, because classes are 
held in many different locations. and it 
is the intention of the school to make 
full use of the new equipment. 

Mr. Goerlich said that overtures are 
being made to a number of sprinkler 
companies, fire alarm systems and other 
manufacturers which have films appro- 
priate to the needs of the school, for use 
of these films either as gifts or on a 
lending basis. 





ALEXANDER DENIES REQUEST 





Iowa Commissioner Turns Down Pro- 
posal for Compensation Endorsement 
as Illegal in State 


Iowa Insurance Commissioner Sterling 
Alexander has denied a request by the 
National Council on Compensation In- 
surance for an endorsement on work- 
men compensation and occupational dis- 
ease policies. 

The council had submitted an endorse- 
ment on cancellations which provided “if, 
however, the final premium so computed 
is less than the specified minimum pre- 
mium, the minimum premium shall be 
charged.” 

Mr. Alexander in turning down the 
request, pointed out that this would vio- 
late several sections of the Iowa stat- 
utes and that the department previously 
had held that when the earned premium 
is less than the minimum, then the 
minimum becomes subject to prorate 
or the short rate. 
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EXCESS AND SURPLUS LINES 
SAFETY AND CLAIMS SUPERVISION 


Our facilities are available to 
insurance companies and to 


responsible agents and brokers. 


Since 1921 


South and Water Sts. 
Baltimore 2, Maryland 
Phone: L. D. 109 





ae 


40 Exchange Place 
New York 5 
Phone: HAnover 2-6384 
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Lang Talks on Place of 
Research in Insurance 


SPEAKS BEFORE ACCOUNTANTS 





Says Mass Market Soon May Confront 
Insurance; Assembly Line Methods 
Not Applicable to It 

Insurance should make use of factual, 
objective research techniques in all 
branches of its business if management 
is to solve its future problems most 
effectively, Frank Lang, manager of the 
research department, Association of 
Casualty & Surety Companies, told the 
fall conference of the Insurance Ac- 
countants Association at Boston, Octo- 
ber 19. His subject was: “Today’s Facts 
to Solve Tomorrow's Problems.” 

Pointing to the rapid growth of gov- 
ernment, as weil as private, insurance 
during the past decade, and the world- 
wide trend toward social insurance, Mr. 
Lang stressed that management must 
be prepared to use new methods to meet 
changing conditions. He said that the 
American public today is more insur- 
ance conscious than ever before, but 
that nevertheless the public should be 
more fully informed as to the merits 
of private as opposed to government- 
operated insurance. 

Confronted With Mass Market 


Declaring that insurance might soon 
be confronted by a mass market, Mr. 
Lang warned that “assembly-line” meth- 
ods used in some other industries to 
meet mass demands are not applicable 
to insurance, whose keynote is individ- 
ual, personalized service. “We must con- 
centrate on learning the characteristics 
of the market, the type of policies which 
are desired, the amount our customers 
can or will pay for them,” he said. 

In addition to the potential benefits 
which various phases of marketing re- 
search such as consumer opinion and 
estimates of market potentials hold for 
the insurance business, Mr. Lang called 
attention to human relations and general 
management as areas to be explored by 
modern research techniques. 





N. J. CASUALTY ASS’N MEETS 
Golf and Dinner at Country Club En- 
joyed; W. H. D. Cox, Newark Lawyer, 
November Luncheon Speaker 


The Casualty Underwriters Association 
of New Jersey held its fall opening meet- 
ing October 11 at the Canoe Brook Coun- 
try Club, Summit, N. J. with a good 
crowd on hand to enjoy golf and dinner. 
The affair, which follows a custom of 
recent years, was arranged by John B. 
Rooney, Loyalty Group, who is vice pres- 
ident of the association, and Edward R. 
Walsh, Eureka Casualty. 

At the business meeting, which fol- 
lowed dinner, John W. Young, London & 
Lancashire Indemnity, the association’s 
president, announced that the guest 
speaker for the November 14 luncheon 
meeting at the Downtown Club, Newark, 
will be William H. D. Cox of the Newark 
law firm of Cox & Walburg. His subject 
will be “The New Court Rules of New 
Jersey as They Affect the Casualty In- 
surance Business.” 

President Young welcomed Henry 
Schneider, recently appointed Newark 
branch manager of Manufactnrers Casu- 
alty, as a newly admitted member. Musi- 
cal feature of the evening was provided 
bv Fred Bross, now with the Halifax 
Fire, who sang some favorite numbers. 

Called upon to report for the educa- 
tional committee, Paul Parris, Fidelity & 
Deposit, said that he is working with the 
New Jersey Fieldmen’s Club in setting up 
a course of study for the Essex, Mon- 
mouth and Middlesex county associa- 
tions. Serving with Mr. Parris are M. T 
“Dick” Gimber, Fidelity & Deposit, and 
Nelson Patchett, Car & General. 

Ralph W. Hawkins, New Amsterdam 
Casualty, program chairman. assisted by 
Tohn H. Nolan, Aetna Casualty & Surety, 
and Edward R. Walsh, is arranging an 
interesting program for the fall-winter 
season. 
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